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Since FLOUR&FEED. 


DEPOT. 


HARLES s. MORRIS. 


Early photograph of front of the C. S. Mor- 
ris Co. office, warehouse and mill, across the 
river from the elevator. Note that it was 
then called a flour and feed “depot’’. 


C. S. Morris Co. Grain Elevator — ~E, E. Fuller, Treasurer-Manager 


BIG JO FLOUR 


has been preferred by thrifty housewives and quality bakers of Berlin, 
Wis. Big Jo is distributed in the Berlin territory by the C. S$. Morris Co. 
founded by Charles §. Morris who bought his first car from the late 


C. S. McLean, veteran Big Jo salesman, at a chance meeting on the 
streets of Milwaukee. 


E. E. Fuller and E. L. Tanner, operators of the company since Mr. Morris 
died in 1930, complete the firm’s triumvirate of Big Jo boosters. “The 


flour is always O.K.,” they say, “and the cooperation we receive from 
the Wabasha mill has always been helpful.” 


Big Jo F lour is the ONLY flour sold by the C. S. Morris Co. Det 
of Berlin, Wis. More proof that it is the “Best in the World’’. — ae 


WABASHA ROLLER MILL Co 


WABASHA, MINNESOTA » » USA. 
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e “PAETOW SERVICE” 


is instilled with the personal spirit of 
thoughtful cooperation and a desire to 
place your satisfaction foremost in all 
of our dealings with you. 


Always Glad to Quote You On 


Brewers Grains e Millfeeds 

Malt Sprouts e Linseed Meal 

Meat Seraps e Feed Barley 
Glidden Soy Bean Meal 


ee of all kinds. 


Our daily and weekly quotations gladly sent on request. 


FEED-GRAIN 
SCREENINGS 
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COAST TO COAST 
GRAIN SERVICE 


ARGILL 


INCORPORATED 
Headquarters —MINNEAPOLIS, MINN. 


761 Chamber of Commerce 


Country Offices 


Fairmont, Minn. Crystal, N. Dak. 
Marshall, Minn. Sioux Falls, S. Dak. 
Williston, N. Dak. Lincoln, Neb. 


Terminal Offices 


Duluth Buffalo Kansas City 
Milwaukee Albany St. Louis 
Chicago New York Portland 
Green Bay Boston Spokane 
Cedar Rapids Omaha Seattle 

Toledo Memphis San Francisco 


Winnepeg, Man. Montreal, Que. 


Cargill, Incorporated, Seed Division 
Box 54, Minneapolis. 


BUFFALO 


SWEETENED 
The General Utility Feed 


High enough in protein to be a real produc- 
ing adjunct to a ration—low enough in pro- 
tein to be included in liberal percentages— 
palatable—highly digestible—and a great 
energy-producing feed because of its 12% 
content of Dextrose, the food-energy sugar. 
. . . Use Buffalo Sweetened as a good pro- 
portion of your registered rations or in batch- 
mixing. 


Our new circular on 
Buffalo Sweetened will 
boost consumer demand 
for you. Ask our salesman 
or write us for a supply. 


_ 100 POUNDS NET! - 


Corn Products Sales Co. 
17 Battery Place, N. Y. City 
| 
E 3 Buffalo 
Sweetened 


Good Equipment 
to do A Good Job 


STRONG-SCOTT 

Pneumatic 

Attrition 
Mill 


Helps to 
Avoid Fires 
and Explosions 


When ground, the feed is elevated for sack- 
ing with no extra power cost. The Attrition 
Mill motors supply the necessary power for 
both operations. 
1. Feed is elevated by means of grind- 
ing motors without reduction in 
grinding capacity. 
. Adjustable non-choking feeder. 
. Removable cover for changing plates. 
. Feed is cool when sacked. 
. Unusually heavy base—sturdy con- 
struction. 


STRONG - SCOTT 
DRY FEED MIXER 


Triple Action 
Agitator cylinder a 

which, with Plan- 
etary gear speed 
reducer, saves 
25% to 50% on 
operating costs. 


wd 


“a | Complete unit 
for one man 
to operate 


Here is the greatest value your money can 
buy in a dry feed mixer. Planetary gear 
drive saves power costs, and an exclusive 
spiral flight supplements the work of ribbon 
agitators, to give the best mixing job you 
could ever want. 

e 1. Combination V-Belt and Planetary gear 
drive cuts power costs. One-ton mixer re- 
quires only 5 h.p. e 2. Loading hopper. 
e 3. Elevating leg. e 4. Sacking spout. 


Write for our General Catalog on 
Feed Mill equipment. 
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Everything Jor Every Mill, Elevator 
and Feed Plant 
The Strong-Scott Mfg Co. 


Minneapolis Minn. Great Falls Mont. 
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NSHINE Pi 
"UFACTURERs 


Here’s a manual you want 
because it’s practical. Ex- 
perienced feed men wrote 
it. Get it right away. Get 
the facts about being a 
Hubbard dealer. Find out 
how to build a_ profitable 
business with your own 
private brand of feeds. 
Hubbard helps you. Learn 
what feed territories are 
still open to dealers who 
want to increase their busi- 
ness, make more money. 


HUBBARD’S 
SUNSHINE 
CONCENTRATE 


It's complete—con- 
tains all the essen- 
tial vitamins, pro- 
teins and minerals. 
Mix it with your 
own grains to sell 
under your private 
label. Hubbard 
helps youmsees you 
through from 
formulas to adver- 
tising. Dealers 
everywhere showing 
big increase in vol- 
ume and profits 
with their own 
brand of feeds 
made The HUB- 
BARD SUNSHINE 
Way. 


MOTHER HUBBARD FLOURS 
MOTHER HUBBARD CEREALS 
HUBBARD'S SUNSHINE 
CONCENTRATES and MASHES 
HUBBARD SUNSHINE DOG 

Products of 


HUBBARD MILLING 


FOUNDED 1878 | MANKATO, MINN. Eastern Plant: 410-11th St., Ambridge, Pa. 


FROM 
of the HUBBARD ones 


NT 
THE PRESIDENT 
MILLING CO. 


pear Friends: pusiness 
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PRESIDENT 


HUBBARD MILLING 
COMPANY, Dept. F-47 


I'd like to know how Hubbard can help 

me do more feed business under my own 

Use the Coupon Or label. Tell me if my territory is open and 
Write Us A Letter send me your mixer manual—free. 


Dept. F-47 
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DAVID K. STEENBERGH, Managing Editor 
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Short Cut to Farmer’s Pocket Book 
Is Through His Hobbies 


e Provides Incentive for Keeping Well Informed 


HE girl intent on courtship realizes 
that the way to a man’s heart is 
through his stomach but the wise 
salesman knows that the way to a man’s 
pocket book is through his hobby. 
There are many feed dealers who make 
a practice of showing an interest in the 
things that farmers like to do with the 
result that they win permanent custom- 
ers and friends. They make their hobby 
the hobbies of others and their profit 
columns at the end of the year prove 
conclusively that such a policy pays. 
Classified by Hobbies 
In a little Wisconsin town is a feed 
dealer whose card index of customers 
and prospects has a little notation after 
practically every name. Instead of mere- 
ly listing Bill Jones the card reads, “Bill 
Jones, the alfalfa man.” And Bill goes 
out of his way to come to this dealer’s 
store because he can spend a half hour 
or more talking about his hobby—and 
incidentally learning something new. 
The dealer has taken the trouble to 
make a special study of alfalfa. He has 
written for pamphlets, clipped magazine 
articles, taken pictures of unusual crops 
raised by Bill and now sells the pleased 
farmer all of his seeds and feeds. 
While keeping himself posted for Bill’s 
sake, the dealer has built up a store of 
knowledge which has attracted others to 
him who are either mildly or deeply 
interested in alfalfa raising. Thus an in- 
terest in one hobby has brought him new 
patrons who have developed a confidence 
in him because he knows whereof he 
speaks. And competitors have tried with- 
out success to pry these farmers loose 
from the man who has shown an intense 
interest in what they do. 
Flowers Paved the Way 
This dealer’s interest and knowledge 
not only embraces alfalfa but extends to 
pure bred cattle, chickens, dogs, foxes. 
flowers, baseball, airplanes—in fact any 
particular hobby of his customer which 
may come to his attention. 
Last year he discovered that the wife 
of Joe Skinner took extreme delight in 
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beautifying the landscape around her 
farm home with flowers. So the dealer 
got busy and wrote for seed catalogs, 
subscribed to a flower growers magazine 
and had the librarian of his home town 
select several outstanding books on the 
subject. 

Armed with this material and knowl- 
edge he hopped into his automobile one 
morning and drove to the Skinner farm. 
Before long the farmer and his wife and 
the dealer were browsing around the 
flower beds, engaged in an_ interesting 
conversation. Amateur that he was, the 
aggressive feed man made several sug- 
gestions which met with Mrs. Skinner’s 
approval and she promised to try them 
out. 

Started New Department 

Previous to this visit the farmer had 
been a casual buyer at the feed store. 
Now he buys all of his requirements 
there and seldom does Mrs. Skinner fail 
to accompany him to get additional in- 
formation and circulars from the dealer 
on flowers. 

One other angle developed as the re- 
sult of taking an interest in this hobby. 
The dealer saw possibilities of installing 
a garden seed department in his store. 
Last spring he made hundreds of extra 
dollars out of this department and ex- 
pects to cash in even more this spring 
because he has created real interest in 
landscape gardening in the town and rural 
communities. 

Home Run in Baseball 

While attending baseball games during 
the summer the dealer noticed that a 
large percentage of the crowds consisted 
of his farm customers. He made a mental 
note of those he observed rooting for the 
home town team and on their next visit 
to the store opened up his conversation 
on the subject. It was surprising to note 
what a real interest the farmer showed 
immediately. From then on it was easy 
for the dealer to switch into a sales talk 
on feeds and other products. In keeping 
with the cultivation of this hobby he 
posted the team standings weekly in a 


conspicuous place on a blackboard in his 
store which listed prices. It attracted the 
attention of farmers and also made them 
habitual readers of the “specials” on 
feeds which were put directly under the 
baseball graph. 

As a climax the dealer took upon him- 
self the task of interesting other mer- 
chants in sponsoring a big community 
dinner in honor of the team to which 
the farmers as well as the townsfolks 
were invited. Members of the team were 
introduced and requested to give a brief 
talk. As chairman of the dinner the feed 
dealer received a lot of publicity in the 
local paper which served to win him to 
the hearts of the rural baseball fans. His 
advertising for several weeks following 
the dinner featured such phrases as 
“Score a Home Run With Blank Feeds” 
—‘Don’t Let Diseases ‘Strike Out’ Your 
Hens’ —‘Put Your Cows on Blank Sum- 
mer Ration and Watch That Production 
‘Curve’ Go Up.” These ideas had real 
big league sales appeal. 

Cultivate Those Hobbies 

Every dealer, if he desires, can dis- 
cover the hobbies of his various custom- 
ers. Their conversations with other farm- 
ers will bring them out; visits to the 
farm will reveal the object of chief in- 
terest to the potential customer, and 
children, too, will often furnish leads to 
get an “in” with the parents. Ed Carter’s 
boy may be constantly trifling with the 
building of toy airplanes. Like as not, 
his father helps the boy putter on a new 
model after the chores are done. Con- 
sider how welcome a feed dealer would 
be in the family circle if he brought 
magazine articles, diagrams, and other 
material related to this hobby with him 
on a visit to the farm. Ed Carter’s boy 
would certainly insist on visiting the 
feed store on the next trip to town, and 
nine times out of ten the boy and the 
father will keep on going there as long 
as the dealer will talk about toy air- 
planes. 

Probably dealers themselves have been 
sold by a salesman who knew the prin- 
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ciple of talking on a subject of interest 
to them before getting down to his real 
mission. The same principle works with 
farmers. They like to talk about some- 
thing that is next to their hearts. If you 
spend 15 minutes doing this, don’t con- 
sider the time wasted. Making your hob- 
by other people’s hobbies pays real divi- 
dends. 


e WIERSIG & DINS feed store and 
warehouse, Colby, Wis., was recently 
wiped out by fire. 

e BURLINGTON FEED CO., Burling- 
ton, Wis., is constructing a sheet metal 
warehouse to house its grocery depart- 
ment. 
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@ CAREFULLY SIFTED FOR FEED DEALER CONSUMPTION 


CORNHAY WEAKLY NEWS 


Judd Perkins has quit getting shaved 
at the barber shop, insisting that they 
ought to reduce prices because men’s 
faces aren’t so long since the depression 
is over. 

Hank Skidmore’s wife stormed into 
Lem Jones’ feed store one day last week 
and threatened to tear him to pieces if 


EVERY FEED DEALER 


To Have a Copy of this Book 
With My Compliments” 


N You will find it to be your best sales and service 


aid. 


Ninety-six pages ... full of helpful information! 200 


4nnouncing: Dr. Sals- 
bury’s TWELVE 
WEEK School of 
Poultry Diseases, July 
5; write for catalog. 
Two Week Schools 
will continue as be- 
fore. 


A NATION-WIDE POULTRY HEALTH SERVICE 


illustrations . . . most of them full colors! Outstanding 
features . . . including every topic relating to poultry 
health, physiology, bacteriology and immunity, sanitation 
and ventilation, pathology, nutrition, and a complete re- 
view of various poultry diseases from those of chickhood 
up through maturity—including diseases of turkeys, 
ducks, geese and pigeons. 

Special groupings of material on diseases make it easy 
for you to look up symptoms, control methods and what 
to do when birds are sick. Information on medicines tells 
you what medicines to use, how to use them and the re- 
actions to expect. 

No matter what question poultry raisers may ask about 
the health of their flocks ... you'll find the answer in 
this, the 1937 edition of our Poultry Health Manual. 
You’ll find it your best sales and service aid! 

Dr. Salsbury wants every feed dealer to have a copy— 
Free with his compliments. These books will be ready for 
distribution soon; write us at once and ask us to reserve 
a copy for you. 


DR. SALSBURY’S LABORATORIES 


CHARLES CITY » » » » IOWA 
BRANCHES: Jersey City, N.J., Kansas City, Mo., Pomona, Calif., Columbus, Ohio 


he sold her husband any more of that 
scratch feed for the chickens. She claimed 
her hens did enough damage in the garden 
without being encouraged to do more 
scratching. 

* * * 


GOOD TIP 

Rent Collector: “Is your father and 
mother at home?” 

Boy: “If you’re the rent collector, they 
said for you to come on Friday.” 

Collector: “And why on Friday?” 

Boy: “Because we are moving away 
Thursday.” 

* * * 
ACCOMMODATING 

Mistress: “Mary, did I hear you kiss 
someone in the kitchen.” 

Cook: “Well, mam, the junk man said 
he came for a little oven.” 

* * 

Then there was the proud young 
mother who wrote her traveling sales- 
man husband to announce the arrival of 
a baby boy and signed it “truly yours’. 

* * 
PREPAREDNESS 

Wife: “What’s the idea of rubbing the 
whisk broom in the baby’s face?” 

Husband: “I just wanted to get him 
used to kissing his grandfather.” 

TOO PERSONAL 

Clerk, “Sorry, madam, but licenses are 
issued only when your form is filled out 
properly.” 

Would-Be Bride: “Why, I like your 
nerve. We can get married no matter 
what I look like.” 

LEARNED A TRADE 

First Father: “Has your son’s college 
education proved helpful since you took 
him into the firm?” 

Second Father: “Oh, yes. Whenever 
we have a conference we let him mix 
the cocktails.” 

JUST IN TIME 

Dealer: “I’m sorry, sir, but I cannot 
see you today.” 

Salesman: “Well, it’s lucky I called here. 
I represent a firm of spectacle makers.” 


* * * 
BURNING QUESTION 
Chemistry Professor: ‘Jones, what 


does HNO3 signify?” 

Student: “Ah, er’r, I’ve got it right on 
the end of my tongue.” 

Chemistry Professor: “Well, you’d bet- 
ter spit it out. It’s nitric acid.” 

x 
LOST FORTUNE 

Sailor: “There’s the guy that swindled 
me out of $100,000.” 

Buddy: come?” 

Sailor: “He wouldn’t let me marry his 
daughter.” 
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Customers Make Floyd Hughs’ Store 
Their Favorite Gathering Place 


@ Farm Problems Discussed Over Sacks of Feed 


HE atmosphere of Floyd Hughs’ feed 
T store Knoxville, Ill., is his greatest 

asset in his feed selling program. 
In the spacious lobby farmers seat them- 
selves around discussing the crop outlook, 
their success with various kinds of feeds 
and other questions of interest. 

While the store of Mr. Hughs forms 
a meeting place for farmers—a club as 
it were—these farmers are not loafers. 
They come to town for some kind of 
services either at the Hughs store or at 
other business enterprises and wait until 
such services are performed for them. 
While waiting they profit by gathering 
at the Hughs store to talk with other 
farmers. 

Friendship Is Mutual 

“T believe the atmosphere of my store,” 
says Mr. Hughs, ‘accounts for the steady 
sale of feeds more than any other one 
factor. Of course, I have a personal ac- 
quaintance with most of my customers 
which helps a great deal but personal 
acquaintance would not mean a thing un- 
less this acquaintance was mutually 
friendly. I make farmers friendly to me 
by being friendly to them and they know 
they are always welcome to visit my store 
even though they may not be buying any- 
thing. While I am busy most of the time, 
I am never too busy to pass the time 
of day and ask some questions about the 
welfare of their families and of their 
stock.” 

The Hughs store is a neat brick building 
20x80 feet, located on a side street a half 
block from the main street of the village. 
In addition to this building a frame ware- 
house near by, which is 20x40 feet is 
also utilized. 

In Business 12 Years 

Mr. Hughs started in the feed business 
in 1925 with a partner and after two and 
a half years became sole owner. He 
handles two standard brands of poultry 
feeds and one standard brand of commer- 
cial hog and dairy feeds. In addition he 
handles bulk feeds of all kinds and all 
the various ingredients that go into the 
making of home-mixed feeds. He also sells 
hay, straw, peat moss, corn, oats and salt 
and buys hay, straw, corn, and oats fom 
the same customers to whom he se'ls as 
far as is possible. He operates a one-ton 
truck which he uses for delivery purposes 
and to pick up small quantities of the 
products he sells. 

The largest percentage of his sales is 
hog feed. Poultry feeds are next with 
dairy feeds last. Last year his sales 
amounted to approximately 100 tons of 
commercial feeds, another 100 tons of 
bulk and mixed feeds and about 40 tons of 
hay besides many miscellaneous items. 

In addition to the merchandise sold Mr. 
Hughs also buys several commodities. in- 
cluding poultry, eggs, wool and _ hides. 
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Last year he bought about 500 cases of 
eggs and 20,000 pounds of wool. 

He also operates a cream-buying sta- 
tion for a large Chicago firm. This depart- 
ment is equipped with complete testing 
and weighing apparatus located in one 
corner of the big store lobby, where Mr. 
Hughs can work and at the same time 
talk with customers while they are wait- 
ing for the results of their tests. 

“I believe that for a feed dealer, espe- 


Floyd Hughs in front of store 


cially in a small town, some buying ac- 
tivity is almost indispensable,’ says 
Hughs, “Even though the dealer should 
only break even on the commodities he 
buys, I believe it would still pay him. 
It is the cheapest and at the same time 
the most effective advertising he can get. 
Farmers appreciate the fact that when a 
dealer buys as well as sells, the advan- 
tages are not all on one side. 
Provide Good Sales Leads 

“By engaging in buying activities, many 
more prospective customers are brought 
to the store than when only selling. Even 
though farmers do not always bring in 
something to sell, they are constantly 
coming in to ask the price of cream, or 
eggs, or wool. I always have some ques- 
tions I can ask them and make them feel 
that I am genuinely interested in their 
welfare. This friendly interest brings 
them back when they are in the market 
for feeds. 

“Another great advantage of these buy- 
ing activities is that it gives us a line on 
selling feeds. For instance, cream buying 
gives us an excellent opening to talk dairy 
feeds. Egg buying gives us the best 
chance in the world to talk poultry feeds. 


Discussion of either dairy or poultry ac- 
tivities leads naturally to the discussion 
of hog feeds as this territory is primarily 
a hog country. I believe that any of these 
discussions that enable us to naturally 
introduce the subject of feeds are much 
more effective sales leads than bluntly 
introducing a sales talk which we would 
have to do more or less if we were not 
engaged in buying activities that naturally 
lead up to the discussions.” 

Mr. Hughs employs one man all the 
time and another one on part time to 
help in his business. While his trade terri- 
tory is within a radius of ten miles ex- 
cept in one direction, he has a good trade 
from a farther distance, from customers 
who appreciate the friendly atmosphere 
of his store and the square dealing they 
receive. 

The only forms of promotional work 
used are those that grow naturally out of 
or that have some connection with the 
friendly atmosphere of the store. These 
include personal solicitation on the farms, 
window displays, and distribution of 
manufacturers’ literature. 

Hog Feed on Contract 

Mr. Hughs as a usual thing spends one 
day a week in calling on customers on 
their farms. Many of these calls are the 
result of tips secured during discussions 
in the store. A considerable quantity of 
hog feeds is sold on contract, the manu- 
facturer of the brand handled guarantee- 
ing to produce hogs for market in six 
months from birth if its brand is used 
correctly and backing up its guarantee by 
agreeing to wait for their money until the 
hogs are marketed. Practically all of 
these contracts are written at the farms 
as a result of personal solicitation. 

Displays are constantly kept in the 
windows and these are changed often with 
seasonal displays always in evidence. Out- 
side of feed specialties the lobby is not 
used for floor displays. The window dis- 
plays, however, answer the purpose of 
floor displays as they are visible from the 
inside as well as from the outside of the 
store. 

The distribution of literature is_reli- 
giously carried out. Feed manufacturers 
go to a lot of expense to prepare literature 
giving correct feeding formulas and prac- 
tices. Mr. Hughs believes that the least a 
dealer can do is to cooperate with the 
manufacturers in seeing that this litera- 
ture reaches interested hands. He tries to 
place posters in the store where they will 
attract attention. The pictures and text 
on these posters often is the starting point 
for a discussion by customers of feeds and 
feeding problems. 

Pocket literature is also distributed. 
The various pieces are neatly arranged in 
small piles on the top of a roll-top desk. 

(Continued on Page Thirty-nine) 
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LISTEN, JOE, IT ISN'T LUCK - MY 
BUSINESS 1S GOOD BECAUSE I'M MIX- 
ING MY FEEDS AT “PROFIT-PRODUCTION" 
LEVELS OF VITAMIN D~NOT MERE RICKETS- 
PREVENTION AND GIVING MY CUSTOMERS 
TTER HATCHES SAY! MAYBE | 


Pe BETTER PUT MORE 
OIL IN MY FEEDS / 


MEW CAR? GOSH, YOURE LUCKY. 


HOW DID YOU 


THAT MAY NOT 00 THE 
TRICK! DIDN'T YOU READ IN THE PAPERS 


THAT STRAIGHT DILS MAY VARY IN POTENCY? WHY 
DONT YOU USE WOPCOXX LIKE | 00-IT's 


I'VE HEARD ABOUT IT 
— BUT IT's TOO 


EXPENSIVE 


ACTUALLY, NOPCO XX 
IS CHEAPER THAN 

STRAIGHT OIL. IT 

GOES FARTHER AND 
DOES A FINE JOB. 
WELL, SUIT YOUR- 
SELF, JOE / 


GOING TO 
WIRE MY JOBBER FOR 


NOPCO XX Tooay! 


THR 
WHAT ASEASON , FRED / MY CUSTOMERS TOOK TO 


NOPCO XX LIKE A DUCK TO WATER, 
YOU OUGHT TO SEE THEIR HATCHES / 


WELL, WHAT DID | TELL YOU? SINCE THE PENN- 
SYLVANIA STATE COLLEGE REPORTS YOU CANT 
GET BY WITH OLD-FASHIONED MERE RICKETS 


PREVENTION 
FEEDINGS 


NOW CONTAINS 
333% MORE 
VITAMINS A and D 


AT NO INCREASE IN PRICE 
*This would be 708 units per pound of 
mash if fed 50-50 with scratch grains. 


NATIONAL OIL PRODUCTS CO., INC. 
3894 ESSEX ST., HARRISON, N. J. 


\} your customers of “‘Profit-Production” levels of Vitamin D with 


Y sure with straight oils, for, according to many prominent authorities, 


Pyare take our word for it—read the report of the 4 year tests con- 
ducted at Pennsylvania State College, and sponsored by Norco. 
These tests prove beyond the shadow of a doubt that hens require 
more Vitamin D than is necessary to prevent rickets in chicks—that 
increasing the Vitamin D to a “Profit-Production’”’ level is sound 
business. Think of it! An increase of Vitamin D from 177 units* per 
pound of egg mash to 354 units resulted in a 10% increase in hatch- 
ability—28 eggs more per hen—to say nothing of belter eggs, and 
stronger, healthier birds. 

Magazines and newspapers everywhere have been filled with these 
remarkable reports. Why not capitalize on them—by switching at 
once to “Profit-Production”’ levels of Vitamin D? You can assure 


Norco XX, for Norco XX is always the same. But you can’t be 
such oils vary in Vitamin D. Play safe. Use Nopco XX. More de- 


tails and free copies of the Pennsylvania State College Test, free 
for the asking. 
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Editonial Commant 


BETTER FEEDING BRINGS _ Feed prices are high, poultry and dairy prod- 
BIGGER PROFITS ucts prices are relatively low—some discour- 


aged feeders are beginning to “skimp” and 
“cheapen” their feeding practices. 


Such poultrymen and dairymen need a Spring Tonic for themselves and their 
businesses. They need to be convinced that quality feeding pays bigger dividends 
—is comparatively more profitable and consequently more economical—at times 
when the feed-egg ratio is unfavorable, such as at present, than when every- 


body is making easy money. This Spring Tonic should be supplied by the feed 
dealer. 


New proof of the profit value of good feeding and management practices 
comes from New York where state egg laying tests are now in their sixth year. 
Approximately 2000 birds of six different breeds and entered by about 130 
poultrymen participate in the tests each year. The state controls the feeding and 
management of all birds on tests, keeps careful check on feed consumption and 
cost, egg production and returns, health, etc., and returns the birds to their 
owners after 51 weeks. 


The birds entered for the tests are, of course, from better than average 
flocks. The first year 38.5 per cent of all entries produced more than 200 eggs 
while last year, the fifth, the number was increased to 57.4 per cent. The average 
production, throughout the entire five years, was 214.3 eggs per year per bird. 


The first year feed consumption was about 80 pounds per bird which amount 
increased to about 104 pounds per bird during the fifth year. The first year, 
however, it took 6.96 pounds of feed to produce a dozen eggs while, even with 
increased consumption, the fifth year requirement was only 4.56 pounds per 
dozen eggs. That same year 6.17 dozen eggs were needed to purchase 100 pounds 
of feed—less than one-third the egg income from the average bird. 


The lesson to be learned from the tests is that the more feed your birds will 
eat the more eggs they may be expected to lay and the lower the feed consumption 
and cost per dozen eggs will be. Regardless of the egg market, the lower your 
production cost the greater your profit and it is, of course, particularly neces- 
sary to produce low cost eggs when the market is down. 


The feed dealer must carry messages such as this to his feeders. He must 
demonstrate the necessity of good stock, good management and good feeding. 


Sell quality feeds and you can prove their extra profit value regardless of market 
conditions. 


This is a merchandising year. Urge better feeding for bigger profits. 


DAVID K. STEENBERGH 


P. S. —German hens, now laying an average of only 90 eggs per year, orders 


Mr. Hitler, must step up their annual production to from 130 to 140 eggs per 
year. Heil Hitler! 
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Mighty Worth While... 
Can I obtain through you copies of 
the January 1935 and February 1935 


issues of The Feed Bag. I am interested. 


in these because I am setting up another 
bookkeeping system and the one describ- 
ed by Mr. Lionel True, who wrote a 
series of articles for you seems to be very 
good and one that I would like to use. 
I have the March, April and May num- 
bers but have misplaced the first two in 
which the series ran. 

Articles like these and others such as 
“Merchandising Farm Supplies” are 
mighty worth while and so VERY much 
better than gossip or free readers for 
advertisers. Your readers can really get 
worth-while information from the articles 
I have mentioned, and they keep their 


Lottons 


magazines and re-read them for a long 

time when they really contain meat. 
HAROLD W. GOULD. 
Lake Grove, N. Y. 


You Deserve It... 

I was glancing this morning through 
some of the recent periodicals that have 
come to my desk before leaving on a trip 
to the Orient and around the world, dur- 
ing which I will make a survey of the 
livestock industry of the Phillipines for 
the Phillipine government. 


For Fast, Safe Growth 


Pash 


STERLING 


CHICK RATION 


All Mash 


Enjoy a BIG SEASON 
as a Northrup, King Dealer 


@ Northrup King’s Sterling Chick Ra- 
tion, All Mash, is a complete starting 
Its bal- 
anced content of vitamins, minerals, 
proteins, and carbohydrates promotes 
Cash in on 
Northrup King’s intensive radio adver- 
tising campaign. Push Sterling Chick 
Stock and feature the whole 
Northrup King line of Feeds and Seeds. 


Wholesale Feeds and Seeds 


and growing feed for chicks. 
rapid, safe development. 


Ration. 


Order in Mixed Cars 


NORTHRUP, KING’S 
1937 RADIO LOG 


“Almanac of the 


WCCO daily 7:00 to 7:45 a.m. 
WHO daily 6:45 to 7:00 a. m. 


Daily Announcements 
WMT noon KFYR noon 
WTAQ noon KFJM noon 
WKBH noon WHDF noon 
WDAY noon WJMS noon 


NORTHRUP, CO. 


Minneapolis 


Dependable 
Since 1884 


Minnesota 
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I was much pleased to note your kind 
statements with reference to “Feeds and 
Feeding’ on your editorial page of the 
December issue of The Feed Bag. Such 
kind words as these are mighty fine 
recompense for the steady grind over a 
long time that it takes to complete each 
revision of Feeds and Feeding. 

You may be interested in knowing that 
the reception of the new book has far 
exceeded our expectations and that first 
printing was exhausted by last October 1. 
Wishing you continued success for 
1937. 

F. B. MORRISON, 
Ithaca, N. Y. 


His Wife Knows... 


My wife says that as long as she leaves 
my copy of The Feed Bag alone and right 
where I can see it every day there is 
peace and harmony in the family. I 
read, study and enjoy every page from 
cover to cover. 

J. F. CURTIS, 
Sharon Mills, 
Sharon, Vermont. 


Pat for Blacky .. . 


You are getting better all the time. 
The little “Thanksgiving Day” poem by 
Emil Blacky in the November issue was 
excellent and Mickey of the Lem Jones 
series is also still “going places”. My 
hearty congratulations and hope you keep 
up the good work. 

WILLIAM N. KNAUF. 
Knauf & Tesch Co. 
Chilton, Wis. 


Good Editorial . .. 


We wish to take this opportunity of 
congratulating you on your editorial in the 
February issue of The Feed Bag entitled 
“Truck vs. Train! A New Ruling.” The 
writer feels that this editorial hits the 
nail on the head. Unfortunately some 
dealers who receive The Feed Bag do 
not take the time to read an editorial of 
such importance. Therefore, may we sug- 
gest that a reprint of this editorial be 
made and a copy sent to every dealer. 

IRVING J. ROSEN, 
Alex Sinaiko & Sons Co. 
Madison, Wis. 


Article Timely .. . 


A very good article on the windfall 
tax refund was printed on page 14 of the 
February, 1937, issue of The Feed Bag. 
There are a number of other interesting 
articles published in the same issue. 

W. W. CUMMINGS. 
Ohio Grain, Mill & Feed Dealers 
Association 
Toledo. Ohio 


CALIFORNIA MEETING 

California Hay. Grain & Feed Dealers 
association will hold its 13th annual 
convention at San Francisco, April 22, 
23 and 24. E. R. Warren, Schuler O’- 
Connell Grain Co., San Francisco, has 
been named general chairman of the 
convention. W. B. Roby is president of 
the association. 
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Central Association Begins Awards 


To 4-H Club Champions 


@ Presentations to Be Made by Local Dealer Members 


WO champion 4-H club members 

will receive from the Central Retail 

Feed association this month the first 
of a series of awards for outstanding 
achievement in various farm projects. The 
two selected for April are Reuben Hahn, 
Reeseville, Wis., and Edwin Kamin, Mar- 
inette, Wis. 

Out of 13 4-H members cited for state 
honors by T. L. Bewick, Madison, Wis., 
state club leader, and his staff associates, 
Reuben was chosen as the champion in 
the grain raising project and Edwin was 
granted highest honors for potato grow- 
ing. 

Final plans for the 4-H club program 
were approved by the executive commit- 
tee of the Central association at a meet- 
ing held in Milwaukee in February and 
choices for the presentation of the first 
award were made after several confer- 
ences between state 4-H club leaders and 
officers of the association. 

Members to Present Awards 

Reuben and Edwin will soon receive 
from the members of the association in 
their respective communities a certificate 
and a gold pin in acknowledgment of 
their outstanding work. The dealers who 
make the presentation are expected to 
plan a special celebration, inviting their 
county agent, local club leader and their 
farmer customers to participate in the 
event. 

Awards will hereafter be presented by 
the association every month. In May the 
champion 4-H member or the corn rais- 
ing project and the best in gardening 
are to be selected and will receive a 
certificate and a gold pin. Selections in 
June are to be made from forestry and 
canning projects; in July the champions 
in sheep raising and baking are to be 
rewarded and so on down the line until 
every 4-H project has been covered. Girls 
as well as boys will be eligible for awards. 

The certificate which the champions 
will receive will bear the wording ‘Spe- 
cial Award for 4-H Achievement’. Space 
will be provided for lettering in the 
project for which the award is made and 
at the bottom will follow “presented by 
the Central Retail Feed Association”. 
The certificate will be signed by the pres- 
ident and executive secretary of the as- 
sociation and the state club leader. 

Pin of High Quality 

The pin is one which every boy and 
girl should be proud to wear. Outer edges 
are of bevelled gold and the center is 
composed of black enamel with the 4-H 
club letters showing through the black 
in white enamel. The exact center of the 
pin is to have the letter ‘“A’’ which stands 
for achievement in gold. Order for a 
year’s supply of the pins has been placed 
with one of the leading jewelry manu- 
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facturers who produces this type of work 
for hundreds of fraternities and organ- 
izations. 

Many feed dealers in the- past have 
shown an interest in 4-H club work and 
last year the Central Retail Feed associa- 
tion devoted one entire session of its an- 
nual convention to a 4-H program with 
Mr. Bewick, county agents and 4-H mem- 


wo 4-H club members each 

month, state champions in 
each 4-H project, will receive the 
gold pin shown above in addi- 
tion to a certificate of honor. 
The pins are the most beautiful 
obtainable anywhere for achieve- 
ment in 4-H work. 


bers as the principal speakers. At this 
time the association voted to cooperate 
in furthering and encouraging the work 
of the future farmers of the country by 
establishing monthly awards. 

Grain Champion Speaks 

Reuben Hahn, the champion grain 
grower chosen as the boy of the month 
for April, is a member of the South 
Reeseville Busy Bee club and is 20 years 
old. He raised 11 and three eighths acres 
of oats and tells about the project in his 
own words. 

“T started my fourth year in the oats 
project on April 4,” he explains, “by 
cultivating the ground with a tractor and 
spring tooth harrow. The grain was 
sowed with a broadcast seeder at the 
rate of three bushels per acre. I dragged 
the land the next day and cultipacked it 
a few days later. 

“On July 7 I cut the oats but due to 
the severe drought of this summer it was 
a light crop. I had a total yield of 684.5 
bushels. I made two exhibits at the coun- 
ty fair, winning third prize in both. My 
total profit on the project was $354.10.” 

Edwin, this month’s selection as 


champion in the potato growing project, 

is a member of the Boosters club, Route 

1, Marinette, and is also 20 years old. 
Work Makes Achievement 

“Work makes achievement,” he writes 
in telling of his accomplishment. “Prob- 
ably no greater joy lives in the heart of 
a 4-H member than when something has 
been accomplished, yes achieved. Isn’t it 
wonderful when, after having overcome 
obstacles in a club year, we find a blue 
ribbon attached to our project? 

“Such has been my experience and such 
has been my joy. Too often I battled 
with the idea that 4-H club work just 
added a lot of extra hard work to the 
scheme of farm life. Having now reached 
my last year which is also my eighth year 
in club work, I find the answer to many 
doubtful questions. It is through work 
that we find out our strong and weak 
points; through work we learn to express 
ourselves fully and freely. 

“I gradually grew in club work. My 
neighboring 4-H members drifted away 
from the club but my faith in the 4-H 
continued. I have learned that 4-H club 
work has made life more interesting and 
has built a more pleasant and wholesome 
future for me and, above all, a happy 
living.” 

Edwin raised one and one-half acres 
of potatoes and made a profit of $80.55. 

Winners of next month’s awards in 
corn raising and gardening will be an- 
nounced in the May issue of The Feed 
Bag. 


e WILLIAM BEARDSLEY, sales man- 
ager, William Hayden Milling Co.. Te- 
cumseh, Mich., returned recently from a 
business trip to Nashville, Tenn. 


e ROY I. CAMPBELL and Leonard 
Keefe, Milwaukee, Wis., returned recently 
from a month’s vacation in Louisiana, 
Florida and Havana, Cuba. Both re- 
ported having an enjoyable time and are 
sporting a healthy coat of tan. 


e PERC S. BROWN, vice president 
and general manager of the agricultural 
division, National Oil Products Co.. 
Harrison, N. J., returned recently from a 
business trip to St. Louis. 


60TH ANNIVERSARY 

J. M. Riebs, Riebs Co., Milwaukee. 
on March 8, celebrated the 60th an- 
niversary of his association with the 
grain and malting business. Mr. Riebs, 
who is 74, is one of the oldest members 
of the Milwaukee Grain & Stock Ex- 
change and head of his company which 
operates two malting plants and one grain 
elevator. His two sons, Arthur and Paul, 
are associated with him in the business. 
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National Association to Feature 
Feed Week at Convention 


@ Dallas Program to Open Celebration October 11 


HE celebration of National Feed 

Week, sponsored by The Feed Bag, 

will occupy an important place on 
the program at the annual convention 
of the Grain & Feed Dealers National 
association convention at Dallas. 

Both events fall during the same time 
of the month—the convention being held 
at Dallas, Tex., October 11 and 12 and 
National Feed Week extending from Oc- 
tober 11 through October 16. 

“The celebration of a National Feed 
Week,” writes R. B. Bowden, executive 
vice president of the association after 
hearing an announcement of the plan, 
“appeals to me as a desirable move and 
we will want to lend any endorsement or 
help possible. We notice that the Na- 
tional Feed Week comes the week of 
our annual convention in Dallas. We 
would be glad to cooperate with you in 
preparing a special section of our pro- 
gram to center around the theme of the 
celebration.” 

The assurance of support for National 
Feed Week has been promised by W. W. 
Cummings, secretary of the Ohio Grain, 
Mill & Feed Dealers association. who 
has requested that a speaker be sent to 
the organization’s annual convention at 
Cedar Point June 21 and 22, to explain 
the plan in detail. 

Since the announcement of National 
Feed Week was published in The Feed 
Bag, last month, widespread approval of 
the idea has been received from all sec- 
tions of the country. Details of the plan 
for celebrating the event have been fur- 
nished to all feed trade associations and 
each of them is presenting the idea to 
their respective boards of directors for 
official endorsement with assurance that 
it will gain full support. 

The Eastern Federation of Feed Mer- 
chants at its annual convention held in 
Syracuse recently gave the stamp of ap- 
proval to the plan and pledged the co- 
operation of all of its members to help 
put it across. It is expected that within 
a short time all other feed trade organi- 
zations will have officially endorsed the 
idea and will be backing it 100 per cent. 

The primary purpose of National Feed 
Week will be to make farmers and feed- 
ers fully conscious of the importance of 
the industry in their daily lives and will 
stress the vast scientific resources that are 
utilized to furnish the proper kinds of 
feeds for all types of livestock and 
poultry. 

A nation-wide and persistent publicity 
campaign will be employed to put this 
idea across. Newspaper stories have al- 
ready appeared announcing the event 
and regular releases are to follow regu- 
larly. Farm -and trade magazines and 


Swinging on the Gannyand Gate 


“Lay off, Pete, I saw him first.” 


radio stations will be enlisted to assist in 
broadcasting the story of the importance 
of good feeds. 

The staff of The Feed Bag realizes the 
magnitude of the job which it is under- 
taking but is ready and willing to work 
day and night if by so doing it can bring 
the consumer to a greater realization of 
the service the feed industry is perform- 
ing for agriculture. 

Feed dealers will be provided with 
plenty of material to tie up with National 
Feed Week and to cash in on the in- 
creased demand which is certain to result. 
The Feed Bag staff is now considering sev- 
eral appropriate posters which have been 
submitted by artists. One that tells the 
entire story at a flash of the eye is to be 
selected. It will be attractive in color 
and will be lithographed in a large size 
so that it can be displayed in feed store 
windows and on the walls of stores with 
good results. 

The poster design finally selected will 
be printed on stickers which dealers, 
manufacturers and others, cooperating in 
National Feed Week, can attach to their 


_ Stationery and invgices,.thus supplement- 


ing the publicity which will be released 
to the radio and the press. 

During the big celebration many feed 
dealers are planning to advertise specials 
to their farm customers and to hold big 
sales. The Feed Bag will be at their 
service in suggesting advertisements that 
stand out and that will tie in with Na- 
tional Feed Week. The standard trade 
mark to be selected will also be avail- 
able in mat form. 

Meanwhile, letters from _ individuals 
and firms in the feed business continue 
to arrive at The Feed Bag offices with 
hearty endorsement of National Feed 
Week, inspiring the staff to its best efforts 
in making the celebration an_ historic 
event. Further details will be announced 
from month to month in The Feed Bag 
and comments and suggestions to help 
make National Feed Week a real success 
will be welcomed. 


@ METTERT FEED MILL, Hicksville. 
Ohio, was destroyed by fire March 16 
with a loss estimated at $12,000. Henry 
Mettert, the owner, is planning to re- | 
build. 3 
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insist upon feeds 


containing 


DRIED WHEY 


better growth and flock health 


Look what 
KRACO 
did for 
me / 


@ More and more poultrymen are 
coming to realize the importance of Dried Whey in the 
ration. Science has made an amazing discovery which 
proves that Dried Whey is valuable for several reasons: 


Growth, Hatchability and Flock Health. 


Milk has always been known as an ideal feed ingredient. 
Now it has been found that liquid whey contains in abun- 
dance those essential elements found in milk—mainly 
Vitamin G (Lactoflavin) and Lactose. 

Kraft has developed a product called Kraco—which 
pure, carefully selected American and Swiss Cheese Whey, 
refined and dried by a special Kraft process. Kraco is used 
by an increasing number of feed mixers in their starting, 
growing and laying mashes. 

Kraco is a most economical source of the Vitamin G 
complex. This complex vitamin is necessary for growth, 
hatchability and flock health (prevention of Pellagra and [nsist upon KRACO 
Paralysis). f h P 

Kraco contains 70% Lactose (milk sugar). This element “OF these 2 reasons: 


maintains intestinal health and is a recommended treat- HIGHER HIGH 
HATCHAB 
ment for coccidiosis. 2 


GREATER GROWTH CONTENT 
For more profits, see that there 1S enough Kraco Dried —because of Kraco’s abun- Promotes intestinal health, keeps . 
dance of Vitamin G (Lac- out parasites (coccidiosis control). 

Whey in your mashes. Dominating advertising is steadily ‘Thereisnosub- addition, the 

increasing the demand for feeds that contain Kraco. stitute for thi: milk ingre- tained in Kraco insures freedom 


dient in poultry mashes. from chick 


MAIL THIS COUPON for latest scientific data 
Kraft-Phenix Cheese Corporation 
Dept. FB4, 400 Rush Street, Chicago 


I would like to receive the latest scientific data 


D R | D W ¥ on Dried Whey. 


Name a 
70% LACTOSE 
ABUNDANT VITAMIN G olf 
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animal trainer how a person can 
teach tricks to a dog. horse or wild 
beast. The trainer replied, “First of all, 
you've got to know more than the animal.” 

George M. Schaaf, successful feed deal- 
er of Des Moines, Ia., might give a similar 
answer if one asked him how to sell feed. 
His answer might be something like, “First 
of all, you’ve got to know more about 
livestock than the feeders themselves.” 

It was 19 years ago that this lowan 
entered the feed business. For 15 years, 
he was a canvasser, dealer salesman and 
supervisor for a prominent feed manu- 
facturer of national note. In those years, 
George Schaaf called on thousands of 
feeders, found out the “how, why, where 
and when” of feeding hogs, poultry, cattle 
and other livestock. His many oppor- 
tunities to make tests in the field gave 
him a first-hand, practical knowledge 
which now serves him in good stead. 

Two or three years ago, he bought a 
feed store in the Beaverdale district of 
Des Moines, a city of 160,000. The 
suburb, Beaverdale, is a residential dis- 
trict. It is also one of the most rapidly 
developing business centers in Iowa. In 
buying this store, Mr. Schaaf took into 
consideration the handiness of the loca- 
tion for the dairymen and poultry raisers 
who live at the outskirts of Des Moines 
to the northwest. 

One of the first things he did in buying 
the store was to put into operation the 
ideas he had conceived or observed in 
15 years on the road. He made an ar- 
rangement with a concern to erect a 
building planned for his needs on a nearby 
lot. This accounts for the fact that the 
Schaaf location and building are ideal for 
store selling, feed mixing and handling 

The store itself is at 2641 Beaver, one 
of the busiest spots along an arterial high- 
way. All who pass by know it is a feed 
store. George Schaaf is proud of his 
store and wants the world to know it. 
This accounts for some unusual mer- 
chandising ideas including: 

1. A flashy neon sign of generous pro- 


once asked a prominent 
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~~ Over 1100 Customers 


Served by Schaaf’s 


portions placed in a prominent position in 
the show window. 

2. An arrow type sign about five feet 
across placed about ten feet in the air 
and affixed to the side of the building. 
The arrow points to the Schaaf store and 
carries appropriate wording. 

3. Attractive and seasonal window dis- 
plays direct attention to the merchandise 
sold by the store. The displays are 
changed frequently. George Schaaf says 
the day has long since passed when one can 
display a sleeping cat in the window. 

4. Window signs, applied to the glass 
with whiting, direct attention to specials 
and seasonal items. 

5. Attractive display cards, furnished 
by manufacturers or made in the store, 
feature feeds, seeds, etc. 

Feeds Well Displayed 

One of the ideas which appeals most to 
customers is the double row of grains, 
feeds, shell and other items with each 
carrying a small card giving the name 
of the product. The customer can browse 
around the store, examine this or that 
and often sells himself some additional 
item. 

The store also features a line of metal 
poultry equipment including nests, fonts 
and feeders. This line is well displayed 
and is also featured by wall hangers about 
the store. 

Another thing of interest is the drive- 
way at the side of the building. Here in 
the Beaverdale location where building 
lots are worth $200.00 a front foot, ample 
space has been given over to a driveway. 
This permits the three Schaaf trucks to 
load and unload on the two platforms at 
the rear. It also permits customers to 
easily drive in and pick up orders. 

A covered scale house is used jointly 
by the Schaaf store and the fuel company 
which owns the building. The local elec- 
tric railway company furnishes splendid 
freight service with backdoor delivery. 
This is particularly handy in view of the 
fact that a warehouse to the rear which 
holds 15 carloads of feeds is used by the 
feed store. The warehouse also has freight 


Busy Store 


The neat entrance and compelling arrow sign 
makes customers want to walk right in at 
Schaaf's store and they certainly do. The large 
warehouse and mill and the loading platforms, 
shown at the upper left, are located in the rear 
of the store. 


car and motor truck unloading platforms. 

George Schaaf does business with feed- 
ers over a large territory. His trucks 
deliver as far as 35 miles away. His 
field salesman calls on feed users in 
Dallas and Warren counties. The deliv- 
ery problem, in small lots, has been solved 
to the satisfaction of dealer and customer 
alike. In truck load lots, the Schaaf store 
delivers feed to farms at any time. To 
handle small orders, even single bag or- 
ders, regular delivery routes are covered 
by the trucks. In this way, feeders are 
guaranteed frequent delivery service. 

The store is founded on the idea of 
Service. This much-abused word is not 
just a slogan to advertise. It is put into 
actual operation every day of the year. 
It is George Schaaf’s idea that a feed 
dealer and salesman must know feeding, 
marketing, housing, care of livestock, 
breeding and many other things which go 
into successful livestock growing. 

“We feel the idea of feed alone has 
been over-sold,” he says. “Too often, the 
dealer or salesman has laid too much 
stress on what his feed would do. As a 
matter of fact, breeding is very important. 
Common sense tells one that a feeder 
can’t get best results from feeding high 
grade feed to low grade animals. Neither 
can one get the most out of feeds if the 
animals are not properly housed. The 


care and handling are equally important. 
(Continued on Page Twenty-nine) 
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The Sign of “VITAMIZED” Feeds 
iat BETTER SELLING - BETTER PRODUCING 


The modern trend in feed manufacturing and selling is definitely toward complete 
Vitamin protection. The daily increase in the number of feed manufacturers assuring 
that protection by means of VITAMELK, the pioneer all Vitamin concentrate, gives 
equally definite proof that VITAMELK provides the modern answer to a modern need 
. a concentrated, easy-to-mix-source containing substantial quantities of all the vitamins. 


MONEY- MAKING FACTS FOR THE FEED MANUFACTURER 


1. VITAMELK contains, replaces and improves upon milk powders, cod liver oil, yeast and any 
partial vitamin supplement which you may be using at present in your feeds. 

2. When you use VITAMELK in your feeds, you supply them with organic Iodine which is much 
more assimilable than ordinary Potassium Iodide. 

3. VITAMELK supplies all of the Vitamins (A, B, C, D, E and G) in concentrated and protected 
form. It gives you a better balance of rare minerals and supplies other food values which means 
a more perfectly balanced feed from every angle. 

4. VITAMELK supplies 34 inventories all in one bag, thus helping to cut down your investment in 
stocks and making the mixing job easier. * 

5. As the feed manufacturer in your trade area with exclusive-mixing rights on VITAMELK, you 
have available without cost, a carefully planned, hard-hitting Advertising and Merchandising 
Program built over your own brand and firm name. This Program is built to bring results for 
you—and does! 


Write today for complete details—prices, mixing rights, Selling Program—the whole story. 


CONCENTRATED 
VITAMIN FOOD 


DAWE’S PRODUCTS CO. - Chicago, Illinois Vion 


Stratton Grain Co. Distributes 
DAWE’S VITAMELK in Wisconsin 


If you are located in Wisconsin you can 


Now booking seaso - 
get quick, dependable service by ordering 8 wei 


DAWE’S VITAMELK from the Stratton quirements on cod liver 
Grain Co., exclusive distributors in this oil, Get our prices. 
state. 


Convenient warehouse distributing points 
are maintained at MILWAUKEE, MADI- 
SON, MARSHFIELD and DePERE. Deal- 
ers can pick up DAWE’S VITAMELK at ots 
these points with their own trucks or re- Also Distributors For 


quest delivery service. CLINTON GLUTEN FEED 


Wisconsin dealers now using DAWE’S 


VITAMELK in their feeds are enjoying CLINTON SOYBEAN MEAL 

a steadily increasing volume of business CLINTON CORN OIL CAKE MEAL 

and profits. The results obtained by BLACK GRANITE GRITS 

customers has made them steady, repeat 

users. Get our prices on Malt Sprouts, Mill Feeds, Oil 
Meal, Onyx Dried Grains, Brewers Dried Grains, 

Dawe’s extensive advertising also ac- Puritan Reef Oyster Shells, and ALL GRADES 

quaints the consumer with the merits of OF GRAIN. 


VITAMELK and makes selling easy for 
the dealer. 


Let Stratton Grain Co. tell you more about 
Vout ottening an exclusive GRAIN CO. 


your territory. Grain and Stock Exchange Milwaukee, Wis. 
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@ F. J. WOOD & SONS, London, Ohio, 
have installed a feed mixer. 


e W. R. KANORR has become associat- 
ed with the Farmer’s Feed Co., Conners- 
ville, Ind. 


~~ 


e CRAWFORD BROS., Delhi, N. Y., 
have opened a new feed store. Erwin S. 
Rhodes has been appointed manager. 


e PASQUALE FIANGO has opened the 
Kent Grain Supply Co., Kent, Conn. 


e SARGENT & CO., Des Moines. Ia.., 
has installed two new feed mixers and 
is working double shifts to take care of 
increased business. 


his Month In Your Feed Store 


@ Live Tips To Help You Get More Business @ 


Poultry Show 


Discovering that many new cars are 
sold at automobile shows a New York 
state dealer decided to hold a baby chick 
show in his store. He obtained the co- 
operation of a local hatchery to furnish 
him with several hundred baby chicks 
and then devoted his entire floor to the 


OUR FEED MERCHANT 
SAYS FUL-O-PEP USERS 
ARE GOOD PAY, TOO/ t 


SUnE/ IT HELPS 
HIM GROW MORE 
GOOD CHICKENS 
AT LOW COST 


OUR BOSS 
ALWAYS BUYS 
FUL-O-PEP 
FEEDS FOR US. 


GUESS THATS 
BECAUSE THEY 

MAKE MONEY 
ee) RAISING THEIR 
CHICKS THE 


FULO-PEP WA 


MAKE MONEY HELPING 
YOUR CUSTOMERS SUCCEED 


ELL the line of feeds that make money for your customers— 
Ful-O-Pep Poultry Feeds—that grow more and better chick- 
ens at a low cost—especially when fed the Ful-O-Pep Way. 


e This Ful-O-Pep Feeding Program includes easily digestible 
mashes, grain and whole oats. It is an economical feeding program 
for the poultry farmer. One on which he can make money —and 
be a profitable customer for you. 


e Every lot of chicks started on Ful-O-Pep Chick Starter in your 
community means more sales of Ful-O-Pep Feeds, for these 
mashes are rich in oatmeal. They make chicks grow, develop 
big frames and sound, well feathered bodies—the kind it takes 
to make money in the chicken business. Push sales of Ful-O-Pep 
Poultry Mashes. It pays. 


THE QUAKER OATS COMPANY 


Dept. 13-D, 141 W. Jackson Blvd. CHICACO, U.S. A. 
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displaying of brooders, feeders, and other 
poultry equipment. He advertised the 
show extensively, inviting the customers 
to come in, and also offered a special on 
chick starter mash during the week the 
show was in progress. His sale of poultry 
equipment and feeds was gratifying and 
he also managed to obtain many nice 
orders for baby chicks for the hatchery 
which cooperated with him. 


Flower Seeds 


Practically every farm wife loves 
flowers. Realizing this a dealer in Ohio 
inserted a small packet of mixed flower 
seeds in every bag of poultry mash pur- 
chased at his store. The cost of the seed 
amounted to only a few cents a package 
but furnished an incentive for house- 
wives to insist that their husbands pur- 
o— this dealer’s particular brand of 
eed. 


After Chores 


During the spring seeding season farm- _ 
ers are unusually busy and feed stores 
suffer somewhat of a slump. An Illinois 
dealer has overcome this by keeping open 
evenings and announcing the fact with 
advertisements that read: “(Come in and 
Shop After You Do Your Chores. We 
Are Open After Hours for Your Con- 
venience.” This service pleased the farm- 
ers who made it possible for the dealer to 
establish a new record in volume of 
spring business last year. He expects to 
do even better this season. 


Effective Display 


Unusual interest was attracted to a 
Michigan feed dealer’s store when he ob- 
tained one hen of each brood of poultry 
and placed them on display in his win- 
dow with an arrangement of feeds in the 
background. To stimulate competition 
among his customers he offered a prize of 
100 pounds of starting mash to each per- 
son who could sit down and write the 
correct names of each breed represented. 
On a placard in connection with the dis- 
play was printed, “Whatever Breed You 
Prefer, Blank Feeds Will Net You the 
Most Profits.” 


Feed Costs 


In New Jersey a feed dealer has 
adopted a means of bringing the low cost 
of good feed before his customers. He 
has made up a chart showing the number 
of dozen eggs 100 pounds of his feed 
will produce and what percentage of 
these eggs will go to pay for the feed. 
The customer is thus able to visualize 
feed not in the terms of money spent 
but in terms of egg production. It helps 
this particular dealer in his sales argu- 
ments. 
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Bowden Will Address 
Central Association At 
June Meeting 


ITH 11 years of success behind it 

the Central Retail Feed associa- 

tion meets at the Schroeder hotel, 
Milwaukee, June 7 and 8, to begin its 
12th year of service to the retail feed 
industry. 

There is hardly a dealer to be found 
who is not planning to attend and the 
new attendance record which was estab- 
lished at the tenth anniversary celebra- 
tion last year is expected to be greatly 
exceeded. 

Cognizant of the importance of this 
year’s convention, the committee in 
charge of the program has thrown all 
of its efforts into the task of making 
every session an outstanding presenta- 
tion of practical features, not forgetting 
in the meantime the lighter side of pro- 
viding fun and entertainment for all. 

One nationally known speaker has al- 
ready signed up to deliver an inspiring 
talk on the opening morning. He is Ray 
Bowden, St. Louis, Mo., vice president 
president of the Grain & Feed Dealers 
National association. Mr. Bowden is 
widely versed in economics, has a keen 
sense of humor and mixes it nicely with 
the serious angles of his message. He 
also knows the dealers’ problems and can 
be counted for valuable advice and _ in- 
formation. 

Sales School Considered 

Possibilities of holding a merchandis- 
ing school which will occupy an entire 
session are also being considered. The 
object of the convention program com- 
mittee is to present a real sales training 
course within a few hours to provide the 
dealer with fundamentals he can use to 
show definite results in his business. 
Negotiations are also under way to ob- 
tain other speakers who will discuss im- 
portant legislation and other topics of 
vital interest to dealers. 

The colorful annual banquet will be 
held on the first evening of the conven- 
tion and the Milwaukee Grain & Stock 
Exchange, as it has done in previous 
years, will provide the entertainment. 

On Monday afternoon the Salesmen’s 
club of the Central Retail Feed associa- 
tion will hold its annual meeting at a 
separate session and will hear speakers 
and discuss mutual problems. 

Officers of the Central Retail Feed as- 
sociation will be elected just prior to 
adjournment on Tuesday afternoon. Three 
new directors must be chosen this year 
to replace Fred Christopherson, Milltown 
Cooperative Produce & Shipping Associa- 
tion, Milltown, Wis.; William Herpst. 
Elmwood Lumber & Grain Co., Elm- 
wood, Wis.; and Walter F. Uebele, Bur- 
lington Feed Co., Burlington, Wis., whose 
terms expire. 
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The Blatz Brewing Co.. which has al- 
ways furnished a pleasant conclusion for 
the convention, will again hold open 
house for the dealers at its brewery 
where everyone will have an opportunity 
to enjoy a glass of beer and a_ buffet 
luncheon while bidding goodbye to his 
friends. 

Meeting at Columbus 

The story of the convention is being 
brought to dealers in various parts of the 
state through a series of district meet- 
ings now in progress. On March 18 a 
large crowd attended a meeting and din- 
ner at the Tremont hotel, Columbus, 
Wis. Members of the Milwaukee Grain 
& Stock Exchange presented a program 
of 10-minute talks with John Jouno, 
Stratton Grain Co., acting as toastmaster. 
O. R. Sickert, Deutsch & Sickert Co., 
told about the history of grain trading 
in Milwaukee; Harry Franke, Franke 
Grain Co., spoke on the importance of 
Milwaukee as a feed market, and A. L. 
Flanagan, Fraser-Smith Co., Ltd., dis- 
cussed _ barley. 

Colby Porter, C. S. Porter, Fox Lake, 
Wis., vice president of the Central Re- 
tail Feed association, David K. Steen- 
bergh, Milwaukee, secretary, and Ray 
Farley, Farley Feed Co., Janesville. 
pointed out the benefits of belonging to 
the organization and urged all those at- 
tending to come to Milwaukee for the 
annual convention. 

Previous to the meeting Edward Mar- 
tin and Theron Black, proprietors of the 
Dering Feed Co. at Columbus, held open 
house at their plant for the visitors. 

New Richmond Meeting 

On April 8 the Northwestern Wiscon- 
sin District club of the Central Retail 
Feed association met at the Hotel Beebe, 
New Richmond. Professor Wright of the 
agronomy department of the University 
of Wisconsin, Madison, talked on the 
work that has been accomplished in seed 
breeding and the development of new 
varieties and William H. Jacques. Pre- 
scott, Wis., discussed hybrid seed corn. 
Special motion pictures illustrating the 
use and effects of proper fertilizer were 
also shown. 

The Northwestern Wisconsin District 
club challenged any other organization in 
the Central Retail Feed association ter- 
ritory to bring a larger delegation to the 
convention than the one it is sending. 
For almost a year its members have been 
saving a dollar a week by placing the 
money in a sealed tin can with a hole 
punched in the top. By the time the con- 
vention is held they will have ample fi- 
nances to make the trip. 

More district meetings are to be held 
in various parts of the state in the near 


William Herpst, Elmwood, Wis., above, is one 
of the three directors of the Central Retail Feed 
association whose terms will expire concur- 
rently with the coming convention. The others 
are Fred Christopherson, Milltown, Wis., and 
Walter Uebele, Burlington, Wis. 


future and will be announced by special 
bulletins. 

“You can well afford to take a few 
days off to attend the convention in Mil- 
waukee this year,” declares Colby Porter, 
president of the association. “Consider 
the expense of your trip as an invest- 
ment, for you will learn many things 
which you can apply directly to your 
business that will save you money and 
increase your profits. We promise you the 
best of everything and will certainly be 
happy to have you with us.” 

ANALYTICAL LABORATORY 

VyLACTOS Laboratories, Inc., Des 
Moines, la., has opened a new analytical 
and testing laboratory. E. L. Redfern. 
for 22 years chief chemist for the agri- 
cultural department of the state of Iowa 
will be in charge. In addition to analyz- 
ing and testing the firms own products 
Mr. Redfern wi'l make analyses of sam- 
ples submitted by feed manufacturers 
and dealers. 


MINNESOTA 

I. C. Corneliusen has leased the Doran 
warehouse, Park Rapids, and opened the 
Park Rapids Seed & Feed Exchange. 

Radke feed mill, Cottage Grove, was 
recently destroyed by fire. 

Madison Milling Co., Madison, has in- 
stalled a feed mixing department. 

Kerrgas Flour & Feed Co. has opened 
for business at Hutchinson. 

Louis Schief. Welcome, has purchasei 
the Grimm feed mill, Sherburn. 

Kerkhoven Farmers Elevator Co., Kerk- 
hoven, is constructing a new grain elevator 
and feed plant. 

John Oehler, Rushford. has sold his 
feed mill to Ralph Baerman. 

G. H. Gustafson mill plant, Barrett. 
was destroyed by fire March 8 with a loss 
estimated at $25,000. 

Porter seed store has opened for busi- 
ness at Marshall. 
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Death Claims Alexis Barbeau 
Machinery Industry Leader 


[PEATH on March 16 claimed Alexis 
C. Barbeau, president of the S. 
Howes Co., Silver Creek, N. Y., and a 
leading figure in the milling machinery 
industry. He passed away at the Gen- 
eral hospital, Buffalo, after an illness of 
several weeks. Funeral services were held 
at the residence in Silver Creek, March 
18, and burial was in Forest Hill ceme- 
tery, Fredonia, N. Y. 
Mr. Barbeau was the son of Mr. and 
Mrs. Louis Barbeau and was born in 
Thorold, Ontario, May 13, 1874. His 


boyhood was spent in England except for 
a brief period in Marseilles, France. He 
was graduated from Margate college in 
England. 

Serving under his father, who became 
associated with the S. Howes Co. in the 
90's, Mr. Barbeau travelled widely in 
Europe in the interests of the business. 
The senior Mr. Barbeau purchased the 
company following the death of Simeon 
Howes and the family moved to Silver 
Creek to make their home. A branch is 
still maintained at Wembley, England. 


The GORTON PILOT 
SUPER-A wil sec through / 


you! 


554 CHAMBER 
of COMMERCE 


30 On. Sate 


Attention Feed Dealers! 


With the spring chicks now “on their way” why take 
chances on the effectiveness of your chick starting mash? 
GORTON’S SUPER-A Cod Liver Oil will safeguard your feed 
and your reputation and do it at an actual money-saving to 


SUPER-A is manufactured by Gorton-Pew Fisheries, oldest 
and largest producers of cod fish products in America. Their 
complete scientific laboratory assures uniform quality, con- 
trolled vitamin potency and guaranteed results. 


Poultrymen everywhere are recognizing the Gorton pilot as 
the trade-mark of quality and positive protection. 


Buy Super-A — A Cod Liver Oil that costs so little 
and does so much! 


FARM SERVICE STORES, INC. 


OF GENERAL MILLS, INC. 


JOBBING DEPT. 


MINNEAPOLIS, 
MAIN 83 
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ALEXIS C. BARBEAU 


known as the Riverside works. 

With their father at the helm the sons 
were trained extensively in the business 
by serving in charge of various sales 
offices in Europe. Malcolm Barbeau, one 
of the sons, later became treasurer of the 
company. He died in 1932. Another son, 
Walton, represented the company in 
England and on the Continent but passed 
away in early manhood. Alexis, the third 
son, eventually became president of the 
S. Howes Co., continually adding to his 
legion of friends in the flour, feed and 
grain industry. 

Mr. Barbeau took an active part in 
village affairs in Silver Creek. He was 
a member of long standing in the St. 
Alban’s Episcopal church and was a ves- 
tryman at the time of his death. He also 
served on the Silver Creek board of 
education and was a director and vice- 
president of the Chatauqua county fair. 
Mr. Barbeau took a deep interest in 
sports and was one of the organizers of 
the Motor Boat club in which he served 
as first commodore. He owned a winter 
home at Kissimmee, Fla., and a summer 
camp on Hollow Lake, Ontario, Can- 
ada. Wolf Island in that lake was owned 
by him and last summer he built a lodge 
there. 

His acquaintance in the flour, feed and 
cereal machinery industry was interna- 
tional and at the time of his death he 
was an officer of the Cereal Machine 
association. Scores of friends in the ma- 
chinery and allied industries came to the 
funeral to pay their last respects. 

Surviving Mr. Barbeau are his wife, 

Mrs. Kitty Newton Barbeau, a son, Alex- 
is C. Barbeau, Jr., and a daughter, Mrs. 
Kathleen Barbeau Williams. 
e COLBY PORTER, C. S. Porter, Fox 
Lake, Wis., has drawn up plans for the 
construction of a new office building and 
display room and will completely remodel 
his present establishment. 
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Iowa Finance Plan 
To Be in Operation 


By April 


HE new plan launched in lowa 

which will enable feed dealers to 

obtain money to finance feed sales 
made to farmers on credit is expected to 
be in full operation throughout the entire 
state by April 15. 

Details of the movement were dis- 
cussed at a series of meetings held at 
Waterloo, April 5; Muscatine, April 6; 
Ottumwa, April 7; Creston, April 8, and 
Council Bluffs, April 9. Other meetings 
are to be held in northern and central 
lowa. 

Originated by Association 

The financing plan was originated by 
the Independent Feed Dealers of lowa 
but will be operated as a subsidiary or- 
ganization to be known as the Feed Deal- 
ers Finance Corp. with headquarters at 
Des Moines. 

Officers of the corporation are Walter 
Berger, Des Moines Oat Products Co., 
Des Moines, president; W. E. Barr, Ames 
Reliable Products Co., Ames, vice-presi- 
dent, and C. M. Stormes, Iowa Feed 
Corp., Des Moines, secretary-treasurer. 
J. A. Courtright has been engaged as ex- 
ecutive secretary with offices in the 
Bankers Trust building. 

The idea back of the finance corpora- 
tion is to enable dealers to finance the 
sale of feed to farmers who buy on credit 
in much the same manner as sales of 
automobiles, radios, washing machines 
and other similar merchandise. Features 
of the new plan, according to preliminary 
announcements, are as follows: 

(1) Farmer customers of members of 
the Independent Feed Dealers of Iowa 
may purchase feed on credit for a credit 
charge of 6 per cent of the total amount 
of the purchase if payment is made within 
a period not to exceed six months. 

Farmer Signs a Note 

(2) The farmer making such a credit 
purchase is obliged to fill out a credit 
application and sign a note for the amount 
of his purchase. The note is really a 
chattel mortgage or a lien on the stock to 
be fed and/or such other property of 
the farmer as may be designated. 

(3) The dealer endorses the mortgage 
note and sends it to the office of the Feed 
Dealers Finance Corp. which also en- 
dorses the paper and deposits it with a 
banking institution cooperating in the 
plan. 

(4) If the note is for $106.00, includ- 
ing the credit charge of 6 per cent on a 
$100.00 purchase, the bank immediately 
places $101.00 to the credit of the asso- 
ciation, keeping the $5.00 as its fee for 
interest, for registration of the mortgage 
and for collection expense. 

(5) The Feed Dealers Finance Corp. 
mails its check, usually within 24 hours, 
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to the dealer. If the note was for $106.00 
the feed dealer would receive $95.00, the 
Feed Dealers Finance Corp. keeping $1.00 
for expenses and $5.00 for a sinking fund 
or reserve to meet possible losses. 

(6) The bank and the Feed Dealers 
Finance Corp. will by agreement group 
the loans into blocks which may total 
$50,000 or more. When all the notes rep- 
resented in any one such block or series 
have been fully paid the Feed Dealers 
Finance Corp. will then return to its 
dealer members the amount of their de- 
posits in the sinking fund or reserve ap- 
plying to that block or series. 

Advantages claimed for the plan are 
that it enables feed dealers to keep their 
capital working constantly instead of be- 
ing frozen on the books and also puts 
collection problems in other hands permit- 
ting the dealer to concentrate on sales. 

Hogs for Security 

Loans on feed purchases are to be 
made mostly on hogs at the start but 
later on cattle. sheep and poultry and 
other farm property will be made ac- 
ceptable. From the dealer’s angle this is 
an example of how the plan is expected 
to work: 

A farmer comes into the store and 
wants to buy $200.00 worth of feed which 
he claims he will not be able to pay 
until he has sold off his hogs. The dealer 
proceeds to explain the Feed Dealers Fi- 
nance Corp. plan to him as something 
similar to the arrangement under which 
he may have purchased his last automo- 
bile or tractor. 

The farmer is then requested to fill 
out an application and sign a note for 
$212.00 which includes the cost of the 
feed plus the interest charge of 6 per 
cent. The note, in reality, gives the finance 
corporation a chattel mortgage or lien on 
the farmer’s hogs. The farmer, in the 
meantime, can fatten them on the feed, 
market them and pay off his note when 
he gets his check from the hog buyer. 

After the feed dealer has obtained the 
signed note he sends it to the Feed Deal- 
ers Finance Corp. which will put through 
a check for him as quickly as possible 
for $190.00. When this particular note 
and all other in the series or block are 
paid up, the dealer will receive an addi- 
tional $10.00 which was originally re- 
tained for a reserve fund. Thus, the 
dealer eventually receives full price for 
the feed he sold and has enjoyed full use 
of practically all of the money through- 
out the entire period that the customer 
needed credit. 

Much interest is being expressed 
throughout the entire state in the plan 
and the officers of the corporation feel 
that a large percentage of the dealers will 


WALTER C. BERGER 


avail themselves of the opportunity of 
selling on credit to the farmer without 
the necessity of waiting for the money. 
“It has been felt for some time that 
an organization such as the Feed Dealers 
Finance Corp. was needed and the feed 
industry has been lagging in this respect 
for many years,” the officers declared. 
“Financing has been successful on auto- 
mobiles and many other commodities and 
it should be equally successful on feeds.” 
“We understand that many of the feed 
associations in other states are watching 
the development of the Iowa plan because 
the Iowa dealers are more or less pioneers 
in promoting a finance program as a sub- 
sidiary of their organization. We are 
anxious to prove that our idea is sound 
and can be worked out successfully.” 


e MRS. RUTH B. WALTHER, Cedar 
Hill Formulae Co., New Britain, Conn.., 
returned recently from a vacation in Ber- 
muda. She stopped off at Milwaukee on 
a business trip April 6. 


ae 


@ PAUL G. OLSON, Caryville, Mass., 
re opened a new feed store at Milford, 
ass. 


ae 


OHIO 

Henry Boone feed and produce busi- 
ness, Bentonville, was recently destroyed 
by fire. 

Pierce Mill, Washington, built more 
than 100 years ago, has been restored and 
placed in operation. 

C. M. Saunders Co., Toledo, is con- 
structing a new plant at Stryker which 
is to be used for manufacturing alfalfa 
meal. 

Quality Feed Co., Wellsville, sustained 
damages of $10,000 when fire swept the 
plant March 23. 

Clark & Chamberlain, North Lewisburg. 
have leased the City Mill, Laurel Oak. 
and will reopen it for business. 

Edgar M. Hieber, Lykens, is construct- 
ing a new office and display building in 
connection with his elevator. . 

Gills Produce Co., Oak Hill, has in- 
stalled two new feed mixers. 
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Don’t take chances! The most significant thing about a substitute—any sub- 


stitute, if you please !—is the very obvious and unqualified recognition of the 
high standard of quality in the product it is intended to replace! What greater 


compliment could be paid? Imitation is the sincerest of flattery! 


Nowhere can this be said with greater truth than in the case of milk. But, 
why take chances on so-called “milk substitutes” when you can buy and use 
the genuine article with absolute confidence and maximum results. Milk itself 
supplies Nature’s own essential elements as they can be provided in no other 
way. There is, in fact, NO substitute for milk. Milk is, definitely, a superior 


product. 
Dry skim milk supplies the unchanged milk proteins, milk minerals, milk 


| factor” in most economical and convenient form. Insist on 


Mi - sugar, and both important growth vitamins G and “filtrate 


10% in Chick Starter 

7:% in Growing Mash 
5% in Egg Mash 

10% in MashtorHighQuality Eggs 
10% in Mash for Hatching Eggs 
10% in Poultry Fattening Mash 
40% in Coccidiosis Control Mash 
25% in Calf Meal | Com A 0m! 


Feed Service Depert- 


10% in Pig Meal | '= wes 


of ail kinds © 


USE AT LEAST dry skim milk in all your mixed feeds and enough of it to 
| insure milk results. Don’t buy a gold brick! 


AMERICAN DRY MILK INSTITUTE, Ine. 


Desk 757 —221 N. LA SALLE STREET—CHICAGO, ILL. 
Get MILK RESULTS 
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Spirit of Founder Guides Policies 


of 60 Year Old Feed Firm 


@ New Manager Carries on Traditions of Good Will 


HE E. M. Bixby Co., Inc., Poult- 

ney, Vt., is largely a monument to 

a good man. Back in 1877, 60 years 
ago, Mr. Bixby launched the business. 
For more than half a century he was 
actively at the head of the enterprise 
which grew to the status of an institution 
in Rutland county. 

“I came into the business 17 years 
ago,” explained David I. Deyette, treas- 
urer and active in the management at 
present. “From then until his death four 
years ago, I cannot recall a single day 
when Mr. Bixby was not on the job. The 
management may be in younger hands 
today but the spirit of the founder lives 
on.” 

Friendly Helpfulness Is Motto 

Poultney is a small town near the New 
York-Vermont line. It is in the region 
made famous by the production of pure 
white Rutland marble. Surrounding is a 
rather attractive New England commun- 
ity, with dairy herds averaging 15 cows 
to the farm. It is a pleasant locality in 
which to live among kindly people. Un- 
doubtedly, the founder knew his people 
and their needs for, while nothing sensa- 
tional has been attempted, the firm has 
weathered all storms of competition and 
is still actively aggressive. 

“We practice friendly helpfulness,” de- 
clared Mr. Deyette, ‘‘and try constantly 
to meet, so far as possible here, the pref- 
erences of our people. To that end we 
carry three different brands of commer- 
cial feeds and four brands of seeds. Na- 
turally, in a community of this type, we 
are impelled to carry many different 
items. In addition to feeds, we sell coal, 
coke, flour, fertilizer, brick, lime, cement, 
poultry supplies, and many other things. 
Our state is justly famed for the purity 
and quality of maple syrup and the 
Poultney community deserves a share of 
this glory. We are boosters for Vermont 
maple syrup, both buying and selling this 
delicious product.” 

The Bixby concern employs five peo- 
ple regularly and does an annual volume 
of around $10,000. Feeds are now deliv- 
ered to the surrounding farms and a cer- 
tain amount of newspaper advertising is 
done. Mr. Deyette also depends upon his 
addressing machine and tells his story by 
direct mail advertising. 

Business Mostly Cash 

“Approximately 50 per cent of our 
business is cash,” said he in discussing 
this phase of their operations. “The other 
50 per cent means we have to watch our 
collections a little. We are asked some 
times how collections are as compared to 
this time in 1936. My answer is that 
industrial accounts are easier to collect, 
the accounts of farmers are harder. You 
see most of the crops raised locally are 
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Joins The Feed Bag Staff 


FeARL WHITNEY, associated with the journalism and publishing field 

for many years, joined the staff of The Feed Bag, March 15. Mr. 
Whitney was formerly advertising manager of Seed World, Chicago, IIL, 
and previous to his connection with this publication was the publisher of 
Poultry Supply Dealer which he sold to other interests. 


He is well versed in agricultural journalism, having served for eight 
years with the Chicago Herald & Examiner as editor of a farm section in 
the Sunday edition of that newspaper. He has been closely allied with 
the poultry industry for the past 25 years and for years had charge of 
publicity for the Chicago Coliseum poultry show. 


In his new connection, Mr. Whitney will serve as advertising representa- 
tive for The Feed Bag and The Feed Bag Annual Feed Buyers Guide 
which will make its first appearance in September. 


consumed on the farms. There are a few 
pigs sold locally. There are flocks of 
poultry—small flocks on nearly every 
farm. But a great many of our customers 
depend on milk sales for cash income. At 
the present time, milk prices are relative- 
ly low. Grain prices are relatively high, 
a condition which has prevailed for six 
months.” 
Cooperates in 4-H Work 

Some time ago considerable comment 
was occasioned in feed trade circles by 
certain cooperation in 4-H Club work 
between the Bixby concern and _ the 
county agent. Prizes of commercial feed 
were given by the company to stimulate 
4-H interest and the county agent has 
been of some help to the concern. At 
any rate, this official counsels with Mr. 
Deyette occasionally, it is said, on mat- 
ters of local agricultural concern. 

Some dealers find it rather hard to 
make headway with county agents be- 
cause many of them have been prejudiced 
in their training. The point in the whole 
matter is that Mr. Deyette has gained 
the spirit of true county agent-feed deal- 
er cooperation and this indicates that the 
situation is far from hopeless. 

Much of Mr. Deyette’s success is due 
to a sincere desire to help in all good 
farm movements. He has a. rather un- 
usual appreciation of the importance of 
instilling the right ideas in the minds of 
the young. For example, recently he gave 
a two-hour poultry lecture before an ap- 
preciative college class from the begin- 
ning of the egg to the mature hen. He has 
appeared before several groups, schools 
and 4-H Clubs, usually, speaking on his 
favorite theme—better poultry. 

“T follow up every talk I make by a 
a conversation with the county agent, 
planning for the youngsters to raise their 


chicks,” he explains. “I have been re- 
sponsible for aid to these boys with seeds 
and in other ways through Rotary club 
activities. Here in the office and around 
our place of business, I have had a num- 
ber of poultry demonstrations.” 

Constant endeavors to promote better 
brooding and feeding methods have 
brought many farmers a little closer to 
the Bixby concern and to Mr. Deyette 
personally. For, in addition to handling 
farm supplies and commercial feeds, a 
custom feed mill is operated in the old 
friendly helpful New England manner. It 
is the only mill in Poultney and during 
parts of each year it is the only feed mill 
for possibly 20 miles around. 

Here come farmers with grain to grind, 
and frequently something to sell to Mr. 
Deyette. He purchases annually from 
surrounding farmers from 500 to 1000 
gallons of maple syrup, 200 cords of 
stove wood and considerable poultry and 
poultry products. 

“We are interested in our people and 
their welfare,” he declared. “We make 
every effort to help them find markets 
for what they produce, a mental attitude 
which has helped hold business for us 
for many years.” 


@e FRED E. HAWE, Whitewater, Wis.. 
for many years a salesman for the 
Quaker Oats Co., Chicago, is dead. Fun- 
eral services were held April 4 with many 
friends in the trade present to pay their 
last respects. 
HAPPY BIRTHDAY 

R. A. Hoyt, president, Tennant & Hoyt 
Co., Lake City, Minn., was host to more 
than 30 friends who gathered April 1 to 
honor him on his 60th birthday. A large 
delegation from Minneapolis attended. 
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@ BEDFORD FEED CO., Bedford, Pa., 
is constructing a new two-story feed ware- 
house and office. 


@ MAXWELL NOWAK, president, No- 
wak Milling Co., Hammond, Ind., was 
seriously injured in an automobile acci- 
dent recently while traveling on the outer 
drive in Chicago. He was removed to 4 
hospital but is now back at home and 
reported to be well on the way to recovery. 
MUTUAL MILLERS 


The Mutual Millers & Feed Dealers 
association will hold its annual summer 
convention at Jamestown, September 9 
and 10. Early plans are being made for 
a record attendance. 


CHICK 


Showers... 


Will Bring You 


“PENNIES FROM HEAVEN” 


YOU SELL YOUR TRADE 
ARCADY WONDER BABY 


A late but big baby chick season just starting. Arcady 


Uniform Feed Law Introduced 
By Several States 


EGISLATION modeled after the 
Uniform Feed Law recommended 


and drafted by joint committees of the 
American Feed Manufacturers associa- 
tion and the Association of American 
Feed Control Officials has been intro- 
duced in several states. This action is in 
conformity with the movement to have 
individual states adopt similar laws, thus 
eliminating the confusion which now ex- 
ists because of differences in regulation. 

Wisconsin, Michigan, South Dakota 
and Washington have introduced amend- 


FEEDS 


Feeds will help you to increase your PROFITS. 


«@» 


ARCADY FARMS MILLING COMPANY 
223 W. Jackson Boulevard 


CHICAGO, ILLINOIS 


ments to their present laws which will 
be voted upon by the legislatures now 
in session in these respective states. Ef- 
forts are also being made in other states 
to alter the present statutes. 

Several major changes from the pre- 
sent law have been made in the new 
feed bill which has been introduced into 
the Wisconsin legislature. Dog, cat and 
fox feeds which are now exempt would 
be subject to regulation. Label require- 
ments are specified for cod liver oil, 
vitamin preparations, etc., which are now 
regulated by ruling but for which no 
penalty is provided. Protein, fiber and 
fat guarantees on mixed grains are also 
guaranteed. Fees are $5.00 for a retail 
license and $15.00 for a wholesale license 
per brand. 

The department of agriculture and 
markets under whose administration the 
Wisconsin law comes would be given 
authority to refuse or cancel any regis- 
tration. All persons, on request of the 
department, are also obliged to furnish 
a confidential statement of total tonnage 
of feed sold during any calendar year, 
the tonnage to be classified as requested 
by the department. 

In Michigan the proposed amendment 
to the act regulating the inspection of 
commercial feeding stuffs and their sale 
requires a registration fee of $1.00 an- 
nualiy for each brand and a tax of 25 
cents per ton payable on or before the 
10th day of each month. The present 
Michigan law provides for a fee of $20 
annually. 

South Dakota’s new proposed law pro- 
vides that on all feeding stuffs sold or 
offered for sale in bulk or in original 
unopened packages containing five pounds 
or more, a registration fee of $1.00 shall 
be paid and an inspection tax of 15 cents 
per ton. On all feeding stuffs in original 
unopened packages containing 5 pounds 
or less there shall be a registration and 
inspection fee of $15.00 annually for 
each brand with no tonnage tax. The 
present law in South Dakota provides a 
brand license fee of $15.00 for each 
brand of commercial feeding — stuffs, 
$20.00 for each brand of mineral defi- 
ciency feeds and $25.00 for each brand 
of livestock remedies. 


@ W. A. HOTTENSEN, W. M. Bell 
Co., Milwaukee, Wis., and Mrs. Hotten- 
sen, motored east recently to spend the 
Easter vacation with their son, Bob, who 
is attending Amherst college. 


OLES IS PUBLISHER 

Fa:m Trades Journal, edited and pub- 
lished by Floyd Oles, secretary of the 
Pacific Northwest Feed association, made 
its first appearance with the March is- 
sue. It contains articles of general in- 
terest to farmers and a novel feature 
entitled “Sour Mash Sam” written by 
Mr. Oles. The paper has a circulation of 
10,000 copies. 
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Inexpensive Mailing Cards Sell Feed 


For Aggressive Young Partners 
© 90 Per Cent of Business Done With Poultrymen 


duplicator or hectograph and mailed 

in a_hectographed envelope, are 
selling feeds and baby chicks for Har- 
old Holmes and Frank Paris, proprietors 
of the Washington hatchery, Washing- 
ton, Ill. 

This card is hectographed on both 
sides, one side devoted to feeds and the 
other to baby chicks, two things that go 
well together. The hectographing is done 
by long hand and this is one of the rea- 
sons why the hectographed cards are read 
rather than being thrown away. The en- 
velope in which the cards are enclosed 
forms the opening wedge. A hand-drawn 
picture on the outside of the envelope of 
a baby chick or some other distinguish- 
ing picture attracts the attention although 
the address may be only “Box Ho'der.” 

The message used on the card is brief. 
This, together with its unusual appear- 
ance, insures its reading. The cards are 
mailed every week to the 250 names on 
the list. Less frequently they are mailed 
to all box holders on the two rural routes 
from Washington. 

Sold Out on Chicks 

“The results from these cards,” says 
Mr. Paris, “have been excellent. When 
we had our first hatch of baby chicks 
this year, 1200 in all, we had none of 
them contracted in advance. We sent out 
a mailing of these cards and sold the 
entire lot as a result. The other side of 
the card was devoted to feeds and we 
sold some feed to nearly every chick 
buyer. We find that the hatchery end of 
the business is a great asset in selling 
feeds as proper feeds must be used to 
insure success in raising chickens. 

“A few days ago a customer who 
bought a nice lot of baby chicks and 
some feed said: ‘It was your little card 
that attracted my attention. If the card 
had been printed or typed, it doubtless 
would have been thrown away without 
my even knowing its contents. But when 
it came in long hand and appeared like a 
personal message, I read it and was in- 
terested. That is how I happened to come 
in.’ 


3 x 5 inches, run off on a 


“We sometimes use regular postal 
cards instead of the envelope card but 
we hectograph them and use something 
distinctive and different with every mail- 
ing, either a hand-drawn illustration or 
an odd arrangement—anything that, by 
its different appearance from the usual 
run of mail matter, will attract attention. 
When we use the envelope cards we often 
include in the same envelope some piece 
of advertising matter of poultry equip- 
ment or some other item furnished by 
the manufacturers. We have received 
better results from this direct mail ad- 
vertising than from any other kind we 
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have used.” 

Mr. Holmes and Mr. Paris are both 
young men, affable to meet, alert, and 
confident of themselves. They believe 
that the only way to make friends is to 
be friendly, and their frank ways in deal- 
ing with farmers inspires confidence in 
them. They took over what was then a 


Frank Paris and Harold Holmes 


produce concern, handling poultry, eggs, 
and cream, in February of last year. They 
had the idea that they could produce a 
better grade of baby chicks than the 
usual run on the market and installed a 
12,000-egg incubator. 

Feed Business Growing 

In September, they put in a complete 
line of high-quality medium priced feeds, 
including poultry, hog and dairy feeds. 
About the first of the present year they 
added a high priced line of poultry feeds 
only. Their business in feeds has grown 
from scratch to eight to ten tons monthly 
and is increasing constantly. 

Their building is 16 by 120 feet but is 
too small for their business. In addition 
to the hatchery and feed business, they 
carry some bulk feeds, salt, peat moss, a 
complete line of nationally-advertised 
poultry supplies and equipment, a com- 
plete line of poultry and stock remedies 
and a leading brand of cream separator. 
They also buy poultry, eggs and cream. 

During the hatching season it is hardly 
necessary to suggest feeds as batteries 
of metal cages in which chicks are pre- 
sent do their own advertising. Many 
farmers get a thrill out of watching 
the growth of broilers from week to 
week. For instance, the day the writer 
called, several farmers came in to see 
the growing broilers. They were that day 


three weeks and four days old and out 
of curiosity Mr. Paris weighed one of 
them. It scaled ten ounces. 

In addition to these chicks being fin- 
ished for broilers, an exhibit of younger 
chicks is kept in a glass case in the win- 
dow. 

“These living exhibits,” says Mr. Par- 
is, “form one of the best advertising 
methods of which we know. 

“If we can get people to come in, we 
have no difficulty in getting them inter- 
ested in our chicks and our feeds. The 
hectographed cards do bring them in and 
our living displays in the store do the 
trick for us. Our, feeds get a good recom- 
mendation because no matter how 
healthy the chicks may be, it takes the 
proper kind of feeds to make them grow. 
Comparing of the size of our chicks at 
any given age with those the farmer has 
hatched at home or secured elsewhere has 
always proved to be favorable to us. 

“Another good promotional point for 
our feeds is that in all the flocks we have 
sold, and there are many, our death rate 
has been less than 3 per cent. This not 
only argues for the health of our chicks 
but also for our feeds as the majority 
of these flock owners are following our 
directions in feeding.” 

90 Per Cent Poultry Sales 


While the Washington hatchery carries 
a complete line of feeds, the poultry 
feeds make up at present about 90 per 
cent of sales, with hog and dairy feeds 
dividing the other 10 per cent. 

“We have handled feeds only a few 
months, so naturally most of them are 
poultry feeds,” says Mr. Paris. “But, 
with what little time we so far have 
found for personal solicitation, we be- 
lieve that we can do a much larger busi- 
ness in stock feeds if we can get time 
to follow up this method, something we 
intend to do when the present hatching 
season is over. 

“The cream business is also getting 
better. We are now handling about 100 
cans of cream a month. We are only 12 
miles from: Peoria and during the slack 
season many farmers take their cream 
there because they get a cent more than 
we can pay here. But, with the busy 
farming season coming on, they will not 
have time to go to the city and we ex- 
pect to handle at least 300 cans month- 
ly.” 
Both Mr. Holmes and Mr. Paris are 
qualified to give advice to farmers on 
any ordinary problems with their poul- 
try. They will not, however, diagnose a 
case of a flock from some other hatchery. 
They cull their own flocks and give the 
flock owner the benefit of their experi- 
ence in raising and feeding poultry. 
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Che feed Bag 


Annual 
FEED BUYERS’ GUIDE 


Containing articles explaining the source, uses and value of every known 
feed and feed ingredient—and list of suppliers. 


Presenting a complete directory of supplies, equipment and machinery 
used or handled by the feed industry. 


/ Many pages of charts, tables and other valuable statistical information. 


Complete, practical explanation of an accounting system for retail feed 
dealers prepared by an expert in the field. 


Beautifully printed, heavy cover, plastic binding, convenient size, easy 
to read with modern typography and good paper stock throughout. 


An entirely new and separate year book—will not replace any monthly 
issue of The Feed Bag (magazine). 


READY FOR DISTRIBUTION, SEPTEMBER Ist 
PRICE $1.00 FREE to The Feed Bag 


per copy (magazine) subscribers 


For Advertising Rates and Information, Write 


Che feed Bag Annual 


741 N. MILWAUKEE ST. MILW AUKEE, WIS. 
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Best Federation Booster 
To Win Cash Prize 


In addition to giving his personal sup- 
port as he has done in the past James H. 
uray, James H. Gray M.lung Co., 
Springville, N. Y., has offered to donate 
$20.80 to the first person who obtains 20 
new members for the Eastern Federation 
of Feed Merchants. The prize is in the 
form of a check which is due Mr. Gray 
from the federation for travelling ex- 
penses. 

“lam more than willing to give this 
money,” he said, “to anybody obtaining 
20 new memberships in the Eastern fed- 
eration at $10.00 each with applications 
accompanied by cash. This could be ac- 
complished by some energetic salesman.” 

Inspired by Mr. Gray’s offer, the fed- 

eration agrees to find another $20.80 
prize for the second person turning in 20 
new members. Mr. Gray is chairman of 
the membership committee. 
e ROGER GUENTHER, Wisconsin 
representative for the Western Star Mill, 
Salina, Kan., died April 1 at his home 
at Watertown, Wis., after an illness of 
several months. 


Results of Dry 


Social Security 


Must Be Filed 


(THE bureau of internal revenue reports 

that many employers having less than 
eight employees have not yet filed their 
Federal Social Security tax returns on 
Form SS-1. This return must be filed by 
an employer who is liable for the tax im- 
posed under Section 804, Title VIII of 
the Social Security act, whether he has 
just one employee or any number of em- 
ployees. 

While the first return on Form SS-1 
for the month of January 1937 is now 
past due, employers will not be penalized 
for the late filing of this return provided 
it is filed without further delay and rea- 
sonable cause is shown for the failure 
to file on time. In each case, however, 
there must be attached to the January 
return an affidavit setting forth the rea- 
sons for the delinquency in filing. 

The bureau calls attention to the pen- 
alty which an employer otherwise must 
pay if he files a return after the due date 
and has no satisfactory reason for the 
delinquency. If the return is not more 


Milk Feeding 


Explained at Meeting 


RESULtTs of poultry feeding tests 
made with dried skim milk in the 
ration were explained to more than 100 
members of the American Dry Milk In- 
stitute at a meeting held at the Bismarck 
hotel, Chicago, April 7. Prof. H. C. 
Knandel, Penn State college, State Col- 
lege, Pa., and R. C. Ogle, supervisor of 
egg laying tests, Cornell University, 
Ithaca, N. Y., were the principal speak- 
ers. 

Professor Knandel explained the work 
which is being conducted in poultry feed- 
ing at his college and which is sponsored 
through a fellowship established by the 
American Dry Milk Institute. He said 
that the experiment which has been in 
progress for the past three years has re- 
vealed that best results so far have been 
obtained by including 2% per cent dried 
skim milk in an all mash ration and 5 per 
cent in a combination grain and mash 
mixture. With this proportion, he ex- 
plained, eggs had the best hatchability 
and there was less shrinkage in the 
weight of pullets during shipment. 

Mr. Ogle told about results obtained 
by feeding dried skim milk to hens at 
the Cornell experiment station which has 
been conducting tests along these lines 
for the past six years. During the first 
year the hens were fed a ration contain- 
ing 10 per cent dried skim milk, he ex- 
plained, and now the amount has been 
established at 5 per cent with the chick- 
ens also receiving daily feedings of two 
parts of water to one part of dry milk 
at the rate of two pounds per 100 birds. 

He added that 38.5 per cent of all the 
birds produced more than 200 eggs dur- 
ing the first year and during the last 
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year 57.4 per cent of all the hens laid 
more than 200 eggs, with the average 
being 214.3 eggs per year per bird over 
the period of five years. This, he pointed 
out, compares to the less than 160 eggs 
per hen average which is general through- 
out the state of New York. 

Mr. Ogle revealed several interesting 
facts emphasizing the value of proper 
feeding of poultry flocks. He explained 
that six different breeds kept on the same 
type of feed in the test produced uni- 
form eggs that weighed well over two 
ounces, despite the general belief that 
different breeds lay different sized eggs. 
He maintained that hens can be made to 
produce uniform eggs continually if 
properly fed. 

Another factor which was revealed in 
the tests was that the birds are being 
kept in production every month of the 
year. Proper feeding, he said, eliminates 
the laying slump about which so many 
poultry raisers complain. and enables the 
birds to keep up their weight despite 
capacity production. 

Figures compiled as the result of the 
tests show that the average bird laying 
200 eggs a year consumes 100 pounds of 
feed during this period. The first year 
that the test was run 6.96 pounds of feed 
were required to produce a dozen eggs 
and the last year only 4.56 pounds of 
feed per dozen eggs were needed. The 
cost of the 100 pounds of feed during the 
last year was equivalent to the price ob- 
tained for 6.17 dozen eggs. 

C. W. Sievert is manager of the feed 
service department of the American Dry 
Milk Institute which is located at 221 
S. LaSalle street, Chicago. 


Tax Returns 
or Else— 


than 30 days late, a penalty is incurred 
equal to five per cent of the taxes due 
with the return. For each additional 30 
days or fraction that the return is de- 
linquent an additional 5 per cent penalty 
is incurred, with a maximum penalty of 
25 per cent of the taxes. This penalty is 
in addition to interest, which accrues on 
unpaid taxes at the rate of 6 per cent a 
year. More severe penalties are provided 
by law when a false or fradulent return 
is filed or when an employer or employee 
attempts to evade or defeat the taxes or 
wilfully fails to perform the duties im- 
posed upon him by the law and regula- 
tions. 

The return on Form SS-1 for the 
month of February should have been 
filed on or before March 31. Similarly, 
the return for each subsequent month 
must be filed on or before the last day 
of the month following that for which 
it is made. 

Each return on Form SS-1 must in- 
clude both the amount of employers’ tax 
and the amount of employees’ tax appli- 
cable to the wages paid by the employer 
during the particular month for which 
the return is made. The return, together 
with remittance of the taxes, must be 
made to the office of the collector of in- 
ternal revenue for the district in which 
the employer’s principal place of business 
is located. Copies of the return forms 
may be obtained from collector’s offices. 
Returns and tax payments should not be 
sent to the bureau of internal revenue in 
Washington or any office of the Social 
Security board. 

The monthly returns on Form SS-1, it 
was also stated, must be filed irrespective 
of whether the employer or his employees 
have received their identification or ar- 
count numbers from the Social Security 
board, and regardless of the fact that the 
employer may also be paying taxes or | 
contributions under a state unemploy- ~ 
ment compensation act. Further, taxpay- 
ers are not excused from filing their re- 
turns merely because copies of the re- 
turn form have not been sent to them by 
the collector’s office or because the col- 
lector has not notified them that they 
are liable for tax. 

The bureau of internal revenue stated 
also that any employer who has not filed 
Form SS-4, known as the Employer’s 
Application for Identification Number, 
should do so at the same time that he 
files Form SS-1. Form SS-4 may be pro- 
cured from any post office or office of 
the local collector of internal revenue. 


LAUER REELECTED 
Officers of the Milwaukee Grain & 
Stock Exchange were reelected at the an- 
nual meeting held April 5. They are John 
V. Lauer, J. V. Lauer Co., president; 
E. S. Terry, Stratton Grain Co., first vice 
president; E. H. Hiemke, L. Bartlett & 
Sons, second vice president, and H. A. 

Plumb, secretary and treasurer. 
Chosen as directors were J. P. Hess- 
burg, Carl A. Houlton, and A. M. Kayser. 
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POULTRY PROFITS 


Poultry profits, despite a year of 
drought and high feed prices, averaged 
$234.85 on a group of 63 Illinois farms 
after all expenses including labor were 
paid, according to a survey just com- 
pleted by the college of agriculture, Uni- 
versity of Illinois. This profit compares 
with $378.92 in 1935 and $132.92 in 
1934. The average-sized flock on these 
farms contained 357 laying hens. Expense 
of keeping this size flock and producing 
321 pullets was $883.00. Average cost of 
producing eggs on the 63 farms was 20 
cents as compared with 17 cents in 1935 
and 15 cents in 1934. The average bird of 
laying age ate $1.00 worth of feed which 
made up 55.5 per cent of the total net 
cost of producing eggs. 


Memphis Merchants Exchange 
Celebrates Anniversary 


HE 57th anniversary of the Memphis 

Merchants Exchange will be cele- 
brated April 29 with guests from all parts 
of the country in attendance. 

Will A. Hall, International Sugar Feed 
Co., chairman, and his committee, are 
making plans for a big get-together at 
the Hotel Peabody. Kenneth S. Temple- 
ton, president of the Chicago Board of 
Trade, will be the guest speaker at the 
banquet which is to be held to comme- 
morate the occasion. Oldest living mem- 
bers of the exchange will be guests of 


BEEF CATTLE 
DAIRY CATTLE 
WORK STOCK 
HOGS—SHEEP 
AND POULTRY 
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WILL A. HALL 


honor. W. H. Jasspon, president of the 
exchange and also president of the Mem- 
phis Chamber of Commerce, will preside 
at the celebration. 

“We feel,” he said, “that the time is 
most appropriate, with the general up- 
swing in business, to commemorate our 
more than 50 years in commercial activi- 
ties. For that reason we have planned a 
dignified celebration in which those active 
in the affairs of the exchange and those 
who have been instrumental with us in 
advancing the commercial interests of 
the Memphis trade area may take part. 
After all, the history of Memphis is 
really the Memphis Merchants’ Ex- 
change.” 


ILLINOIS 

Guthrie P. Lester has opened a new 
feed store at Kewanee and installed mod- 
ern machinery. 

J. T. Waddel, Danville, has opened a 
feed store at Browns. 

N. R. Crowell who operates a feed 
store at Carterville has opened the Farm- 
ers Exchange at Elkville. 

Guy Stanner, Urbana, is planning to 
build a new feed and seed warehouse. 

H. E. Seltzer, Elmwood, has taken his 
son-in-law, R. W. Miller into partner- 
ship in the feed business which will hence- 
forth be operated as the Seltzer-Miller 
Farm Supply Co. 

S. R. McClintic has purchased the 
elevator operated by the late D. S. Sim- 
onson, Bushnell, and will operate under the 
name Bushnell Grain & Feed Co. 

Walter Ralph, Oakland,-has discon- 
tinued his feed store. 

I. C. Pratt, Pratt Grain Co., Roseville, 
died March 16 after two months’ illness. 
He was 46 years old. 

John Fryer, San Jose, who has been in 
the grain business for the past 48 years, 
has retired and sold his elevator to the 
San Jose Cooperative Co. : 
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Over L100 Customers Trade 
At Schaaf’s Busy Store 


(Continued from Page Sixteen) 


“It is up to the feed dealer to talk 
these things as well as feed. We try to 
keep up-to-date on methods in feeding and 
care of livestock. We read the trade 
papers, keep in touch with the United 
States department of agriculture and 
state colleges. We also have what might 
be called ‘key feeders’ in various sections 
of our territory. 

“These ‘key feeders’ are customers with 
whom we have worked closely and care- 
fully. We have given them the benefits 
of our experience. We have made sugges- 
tions and helped them adopt new and 
better ways of doing things. Their success 
has been our success. In other words, 
when they have met with success in 
handling and feeding livestock, their 
neighbors quickly learn about it. Some of 
these farmer-feeders get so enthusiastic 
about our service that they tell neighbors 
and even go with us to call on neighbor- 
ing feeders. 

“We don’t profess to know everything. 
But when we meet a_ problem and 
can’t solve it, we get the best help we 
can find. For instance, a hog feeder up 
in the northern part of the county had a 
lot of February litters. In fact, he had 
pigs all over that part of the country. 
He was having trouble and didn’t know 
just how to handle the situation. It was 
a real problem. We went out and got the 
manager of a large farm who knows hog 
raising. We persuaded him to go along. 
As a result, we helped that hog grower 
lick his difficulty. 

“The same thing happened on poultry. 
A man started in with a broiler factory. 
He didn’t know how to handle chickens 
and he had trouble. We got a practical 
poultryman to go along with us and we 
got the new-comer started right. It is 
missionary work of this kind that helps 
us get business. Once we spent three days 
on one farm but we helped the feeder 
solve a problem.” 

Has 1100 Customers 

The Schaaf store has 1100 customers 
and the list is growing all the time. The 
principal advertising done by George 
Schaaf consists of direct mail. A list of 
400 town or acreage customers is main- 
tained. These are the poultry, pet and 
small buyer class. They are also good seed 
buyers. The other list of almost 2000 
is dairy, poultry, hog or cattle feeders 
who are quantity buyers. 

A mimeograph is used to produce much 
of the direct mail advertising. The office 
manager is able to make attractive il- 
lustrations for stencil use. Because of the 
helpful facts presented, the newsy human- 
interest notes and the information on 
feeds, the Schaaf circulars and cards are 
read with interest. Newspaper space in 
surrounding towns is used at times. And 
the Schaaf store uses sizable space too, 
a half page advertisement being not 
unusual. 

The store did over $89,000 in business 
last year. And the credit loss runs 1 per 
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cent a month or even less. This is due to 
the fact that the management subscribes 
to and uses the services of a local credit 
bureau covering three counties. While a 
limited number of special credit reports 
are available without charge to subscribers 
of the service, extra reports run around 
35 cents each. And the Schaaf store finds 
it profitable to pay the 35 cents and 
get special credit reports. 

Credits, collections, sales records and 
all business transactions are kept in a 
business-like manner. George Schaaf says 
his observations have been that most busi- 


ness men pay too little attention to the 
important matter of business records. 
Never does merchandise leave the place 
until a record is made, nor are the charge 
slips lost. The office manager sees to this 
matter of charges and credits in an efh- 
cient manner. 
Buzzer Speeds Up Service 

A great time saver here is the bell or 
buzzer system of ordering stock from the 
mixing room and warehouse. A push but- 
ton in the office rings a bell in the rear. 
Through a unique method of signaling. 
it is possible for the office force to “order” 
feed of this or that kind brought up for 
delivery to a waiting customer in the 
store. 

Since the building was planned for a 
feed store and warehouse, as well as mill. 


You Can Sell More 


Calf Meal 


Now 


In the Shortest Feed Months of the Year 


Feed grains are scarce on the average 
farm now, with supplies lower than 
usual because of the drought. The heavy 
spring calving season is at hand and 
milk is far too valuable to feed. Farmers 
of your community know and need 
Blatchford’s milk-saving Calf Meal. Tell 
them you have it by using store signs, 


literature and local advertising to tie up 
with the extensive Blatchford farm 
paper advertising. Your Blatchford Job- 
ber’s Salesman will gladly show you his 
book of Free Dealer Sales Aids. Get in 
touch with him immediately. Make 
more profit now with Blatchford’s, the 
only complete whole milk replacement. 


BLATCHFORD CALF MEAL CO. 


17 Madison Street 
Waukegan, Illinois 


Your 
Blatchford 
Jobber’s 
Salesman 
has this 
book of 
Sales Aids 


4 “Good to thé fast 
Blatchtor s 
CAMPAIGN 
SIS A CALF M Jpertising 
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many economies in time are possible. 
The mixing rooms are typical examples 
of efficiency. Gravity is used as much as 
possible in handling feed. Cup elevators 
are also employed. The man in charge 
of feed mixing operations and the opera- 
tors themselves seem to be regular geni- 
uses when it comes to building and re- 
vamping machinery to fit their needs. 
Just one piece of equipment, among 
the many in use, may well be mentioned 
here. It is the molasses tank arrange- 
ment. In the cemented basement is a 
power corn sheller as well as the motors 
and large tank which supplies molasses 
for mixing. This tank holds two barrels. 
It is heated by electricity. The heating 
arrangement is the result of a planned and 
efficient idea. The millers or mixers say 


it works perfectly. 

Briefly, it consists of 18 five hundred 
watt heating units placed around the 
outside of the drum which holds molasses. 
These heating elements were carefully 
spaced to give even distribution of heat. 
focused on the drum or tank holding the 
liquid. A heavy coating of asbestos type 
insulation covers the elements. Little heat 
escapes. In fact, it takes only about 15 
or 20 minutes even in cold weather to 
heat the molasses to 170 degrees. 

Both a hand and automatic switch are 
used. A red light flashes on the wall when 
the heating elements are working. This 
avoids waste of electricity in spite of the 
thermostat. Below the tank is a rotary 
pump. It was found necessary to install 
two or three heating elements in a housing 


Back 


The Greatest Testimonial of Them All 


TONS OF 
EXPERIENCE 


of every Baa 


more than 40 years, 
good farmers have been grow- 
ing good crops with V-C 
Fertilizers. 


Year after vear these splen- 
did fertilizers given 
good results. 


Faithful adherence to the 
principle of making honest 
goods has been rewarded by 
the appreciation and confi- 
dence of thousands of the best 
farmers. 


Attractive proposition for Agents. 


VIRGINIA-CAROLINA 
CHEMICAL CORP. 


East St. Louis, Illinois 
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around the pump and along the pipes to 
speed delivery of hot molasses from tank 
to mixing vat above. The hot molasses is 
then sprayed into the “mix” which was 
started dry. 

George Schaaf is making a success of 
the feed business because he KNOWS 
where he is going and he KEEPS MOV- 
ING. About a year ago, he worked with 
a few other dealers and organized a com- 
mittee for forming a state association of 
feed dealers. He was made chairman. A 
bulletin was sent to about 800 Iowa deal- 
ers and a meeting called. George Schaaf 
was elected secretary of the Independent 
Feed Dealers of Iowa at that meeting. The 
association, like George Schaaf’s business. 
is growing rapidly. 


e LLOYD HEDRICK, manager, feed 
department, Purina Mi'ls. Inc.. Buffale. 
N. Y., left recently for a three weeks’ 
trip to Bermuda. 


e MRS. E. O. WRIGHT, wife of the 
president of the Wisconsin Milling Co.. 
Menomonie, Wis.. died March 20 after 
an illness of several years. Many of Mr. 
Wright’s friends in the trade, particularly 
from Minneapolis. motored to Menomo- 
nie to attend the funeral. 


Farewell Banquet Given 
For A. L. Jacobs 


A. L. Jacobs, manager of the Milwau- 
kee office of Cargill, Inc., Minneapolis. 
Minn.. retired from the grain business 
April 1. He has been succeeded by Walter 
Vye. formerly of the Cargill Chicago of- 
fice. 

On March 31 at a banquet held in the 
Cape Cod Inn, more than 80 members 
of the Milwaukee Grain & Stock Ex- 
change and friends gathered to say “good- 
bye” to the man whom many had known 
for more than half a century. Joining in 
the occasion were out-of-town guests in- 
cluding Fred Drum, vice president and 
sales manager for Cargill Inc., and John 
Tresise, both of the Minneapolis office. 
and Phil Sayles, Chicago. 

Tribute was paid to Mr. Jacobs and 
his long association with the grain busi- 
ness by J. V. Lauer, president of the 
Milwaukee Grain & Stock Exchange. Mr. 
Drum. J. P. Hessburg, manager of the 
Milwaukee office of Archer-Daniels-Mid- 
land Co., who acted as toastmaster, and 
numerous others spoke briefly to wish 
him a pleasant journey. At the conclu- 
sion of the banquet he was presented 
with a pair of binoculars so that he 
might enjoy the scenery on his contem- 
plated trip around the country. The pre- 
sentation was made by E. S. Terry. Strat- 
ton Grain Co. 

Mr. Jacob’s retirement terminated 53 
years in the grain business. He started 
as an office boy for the old Chandler 
Brown Co., Milwaukee, back in 1884. 
spent two years as bookkeeper and steno- 
grapher with J. B. Kern & Sons and 13 
years with E. P. Bacon & Co. His asso- 
ciation with Cargill began in 1904 when 
he became chief accountant of the firm’s 
Green Bay office. This office was moved 
to Milwaukee in 1914 and he was made 
manager in 1917. 
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Selling Feed a Man Sized gob 


By EMIL J. BLACKY 


If you want to sleep until ten o'clock, 

If you never expect to take a knock, 

If you want life to be just one soft spree 

With dollars growing on every tree. 

If you always expect to bask in the sun 

And still have your pride when day is 
done; 

Then this is the warning you'd better 
heed— 

Don’t get in the business of selling feed. 

If you figure that every man’s credit is 
good 

And you trust right and left without 
knocking on wood; 

If you think the mere fact that you set 
up a store 

Is reason enough to bring business galore. 

If service you think is a waste of time 

And calling on trade isn’t worth a dime— 

Well, just about all the advice you need 

Is to give up the business of selling feed. 

If you fathom that customers never com- 
plain 

And their tempers run in an even grain. 

If you think that your good name never 
can rust 

And bankers will trust you until they bust, 

Just passing it off with a “don’t feel blue, 

We'll give you more time on the note 
that’s due.” 

If you think that the stock lying dead on 
the shelf 

Will sooner or later just pay for itself 

And someone will call for and buy it some 


EMPLOYMENT BUREAU 


complimentary, confidential 
address your inquiries to The 


service 
Feed Bag 


POSITIONS WANTED 


Manager for wholesale and retail feed busi- 
ness. Experienced in and knowledge of whole- 
sale and retail selling, feed mixing, buying and 
management. Salary and commission basis. Will- 
ae to locate anywhere. Age 42, single. Refer to 

271. 


Sales promotion manager seeks opportunity 
to build business for ambitious feed manufac- 
turer. Thoroughly experienced in all phases of 
advertising and merchandising. record 
and references and willing to prove worth to 
new employer. Age 30, married, two children. 
Refer to No. 1261. 


Feed or flour salesman with 20 years experi- 
ence and excellent references. Acquainted with 
trade in Ohio, Indiana and Michigan. Age 48, 
married, three children. Refer to No. 1262. 


POSITIONS AVAILABLE 
Manager. Experienced to operate a wholesale 
snd retail flour and feed branch of a Wisconsin 
milling concern. Salary and liberal percentage 
of net profit. Refer to No. 171-A. 


Salesman. Feed and flour by Wisconsin milling 
concern. Drawing account and commission. Do 
not apply unless you have had successful record. 
Refer to No. 172-A. 


Salesmen. Binder twine, Manila rope, Barbed 
wire and Wire rope. Commission basis, full or 
part time. Good side line. Refer to No. 173-A. 


Salesman. Fertilizer for Western Wisconsin. 
Must have successful sales record and be 25-35 
years old. Farm background preferred, good op- 
portunity. Refer to No. 174-A. 
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day, 

Alona thick with dust, it is hidden 
away. 

If you think you are showing a great deal 
of spunk 

By classing competitors in with the skunk 

And knocking each item they offer for sale, 

When the things that you handle are 
darned side more stale— ~ 

Well, brother, for your sake, once more 
I will plead, 

Don’t get in the business of selling feed. 


e BEAVER VALLEY MILLING CO., 
Des Moines, Ia., is constructing a new 
fireproof warehouse that will expand its 
feed department to three times its pre- 
sent size. 


e KERR MILLING CO., Sioux City, 
Ia., has organized with a capital stock of 
$100,000 and will operate the former 
Martens & Ketels Milling Co. plant. 


MILLERS TO MEET 
The Millers National Federation will 
hold its annual convention at the Drake 
hotel, Chicago, May 26 and 27. George 
E. Sokolsky, New York, N. Y., noted 
international authority on labor prob- 


lems, will be one of the principal speak- 
ers. 
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' Mr. Feed Manufacturer: 


Fine, well-planned Mashes 
0 DESERVE Vitamin A and D 


: in their pure form as found in 

FA 
a 
i 


400 UNITS 


\ 
3000 UNITS 


TRADE MARK 


ii Made 100% from Medicinal U.S. P. Destearinated Cod Liver — By an ia 
\ } organization of scientists — Tested in our own laboratory according 

\ 


‘ to 1937 regulations adopted by the Association of American Feed 
Control officials. 


\ GUARANTEED TO CONTAIN 


i 400 A. O. A. C. VITAMIN D 


CHICK UNITS PER,GRAM 


: 3000 U. S. P. VITAMIN A 
U.S. P. XI UNITS PER GRAM 
CHANGE TO VITAND NOW! 
uh IT’S A DISTINCT STEP FORWARD! 

( It costs no more than ordinary products to use it. 
\ FEED DISTRIBUTORS’ INQUIRIES SOLICITED 


i; For Further Information Write or Wire ... ; 
NAPTHOLE, INC 
9 
' BOONTON, N. J. 
STOCKS: 
rN Ex Warehouse, Chicago Ex Warehouse, Boonton 
SALES OFFICES: 
i CAMBRIDGE, MASS. NEW YORK CHICAGO 
FA 282 Portland St. 15 E. 26th St. Palmolive Bldg. 


Also Anchor Brand Standard Grade Cod Liver Oil 
\ 
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Hunter, Vitamin Expert, 
Joins Allied Mills 


Dr. J. E. Hunter, professor of agri- 
cultural and biological chemistry at Penn- 
sylvania State college, and a noted au- 
thority in the field of nutrition, has 
joined the staff of Allied Mills, Inc., as 
director of biological research. 


Dr. Hunter is chairman of the nutri- 
tion committee of the Northwestern 
Poultry Producers council and is widely 
known throughout the country for his 
extensive investigations and writings per- 
taining to research work on Vitamins A, 
D, and G. He is a native of Missouri 
and a graduate of the University of 
Missouri and joined Pennsylvania State 
College in 1929. The results of his inves- 
tigations in Vitamin A and D as well as 
his studies on protein and mineral re- 
quirements of chickens and turkeys in 
this connection have been widely pub- 
lished. 

Dr. Hunter has spoken at many meet- 
ings of feed manufacturers and educa- 
tional workers during the past five or six 
years. In becoming associated with Al- 
lied Mills, he joins the ranks of the al- 
ready widely recognized nutrition staff 
including A. G. “Chick” Philips, Dr. 
John M. Evvard, Paul G. Riley, H. D. 
Munroe, Walter B. Krueck, P. L. San- 
ford, E. D. Griffin, L. H. Fairchild and 
others. Dr. Hunter will work out of the 
company’s main laboratory at Peoria, IIl. 


Welcome Back 


Central Dealers 


DR. J. E. HUNTER 


@ HARRINGTON B. ROSENBERGER, 
07, president, H. B. Rosenberger Co., 
dealers in coal, feed and lumber at Doyles- 
town, Pa., died March 14 from a heart 
attack. 

@ BEATTY MILL, Hackettstown, N. J., 
which was recently destroyed by fire with 
a loss of $50,000 is being rebuilt. Produc- 
tion of feed, meanwhile, continues in 
temporary quarters. 


cuisine. 


@ One of America’s 
finest hotels. .nation- 
ally famous for its 
hospitality, unusual 
service and delightful 


INDIANA 

V. H. Bulleit & Sons Feed & Imple- 
ment Co., Corydon, has sold its property 
and plans to discontinue business. 

Stiefel Grain Co., Albion, has installed 
a new feed mill. 

Ed Hubbard, Oatsville, has opened the 
Oakland Supply Co. at Oakland City. 

William Buckler & Sons have opened 
a general feed store and truck terminal 
at Otwell. 

A. L. Crist and his son, Ward Crist, 
have opened a feed mill at Sidney. 

Harry Dowdy, Clinton, has opened a 
new feed store. 

Home Poultry Co., Vincennes, has op- 
ened for business and plans to add a line 
of feeds. 

Eberts Grain Co., Scottsburg, recently 
celebrated its golden anniversary at a 
dinner given for its employees and feed 
dealer customers. 

Lachund’s seed store has opened for 
business at Monticello. 

Jarrell Feed & Seed Co., Thorntown, 
has opened a branch store at Lebanon. 
Ralph Jarrell is manager. 

Aaron Mumaw has formed a partner- 
ship with Alvin Beery to operate the 
Mumaw & Beery Coal, Feed & Ice Co., 
Wakarusa. 


e H. V. HOCKENBERRY, secretary of 
the Northwestern Distributing Co., 
Mason City, Ia., died March 19. Fun- 
eral services which were held March 23 
were attended by a large number of feed 
men. 


ADAP TBS 
i Aa ane 


Thank you, Central Retail Feed Association, for again selecting the 
Schroeder for the seventh consecutive time for your annual 


convention. 


We will be waiting to greet all of you June 7 and 8 in Milwaukee 
and assure you that we will spare nothing to make your two-day 
visit most comfortable and enjoyable. 


An early response from you concerning your room reservations will 
be greatly appreciated. 


HOTEL SCHROEDER 


e 326 
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Merchandising 


NE of the most slipshod phases in farm supply mer- 
O chandising is that of pricing. It seems that ages and 

ages ago the jackass was the wisest of all beasts. In 
fact, a certain wealthy sheik who owned a great herd, called 
upon the prophet himself to back up this proud claim. The 
prophet addressed the great gathering of asses and asked them 
to tell him for what wages they would take him on a three 
days’ journey? 

The donkeys went into conference and after figuring their 
costs carefully replied, “Iloly One, we will carry you on a 
three days’ journey for three bags of corn and one bag of 
hay.” “But,” said the prophet, “me thinks your price is some- 
what high. Is there none of you will take me upon a three 
days’ journey for less?” Immediately the whole herd rushed 
forward, braying and snorting all sorts of proposals. With a 
little dickering, the prophet found a big, strong, handsome 
looking jackass who agreed to start off at once for a single 
bag of hay. “Fools that you are” cried the prophet; “not one 
of you could live for three days on a bag of hay.” And since 
that day the ass has been known to all as a great fool—and 
the price cutter, an ass. 

All too many merchants are following an equally unsound 
practice in financial dealings with their customers. Practically 
every dealer will admit, for instance, that it costs more to 
handle charge accounts than cash business—and yet two 
thirds of those dealers (according to a New York survey) 
make absolutely no difference in price to the man who pays 
cash against the man who buys on credit! 

A colored man down South had been “furnished” by a local 
general merchant for a whole year. When his cotton was 
baled, he brought it in to the merchant and said he wanted to 
settle up. The “furnisher” weighed up the cotton and figured 
up the darkey’s bill and said, “Sam, you’ve got $219.00 coming 
to you."’ Sam took the money and meandered down the street. 
Presently the store keeper saw him coming back all “dolled” 
up in a new outfit. “Why didn’t you buy those things here?” 
asked the merchant. “Oh,” answered Sam, “Ah went to the 
Acme store and bought these for cash.” “But I could sell you 
the same thing for cash,” persisted Mr. Merchant. “Lawsee,” 
replied the darkey, “Ah thought you all just did a credit busi- 
ness!” 

Naturally, the most ideal situation is the 100 per cent cash 
business,—and there are the merchants selling to farmers on 
that very basis. A certain Wisconsin dealer found his book ac- 
counts running up, so he decided to charge interest at 7 per 
cent on unpaid accounts after 30 days. Instead of reducing 
book accounts he found the customers perfectly willing to pay 
the interest. Four months later he had increased his outstand- 
ing accounts to $40,000.00. Then he changed to a 100 per cent 
cash basis, and found that 95 per cent of his feeders responded 
favorably to the change. They could pay if they had to pay. 
One year later $35,000.00 of that $40,000.00 outstanding was 
still on the books. 

So, too, a Texas dealer doing about $11,000.00 worth of busi- 
ness a month, found himself with $25,000.00 worth of book 
accounts. He was faced with the choice of bringing in new 
capital, which at the rate he was going would soon have been 
absorbed in more book accounts, selling out or going on a 
strictly cash basis. He chose to do the latter. Six months 
later he found that his volume had held up—but $17,000 of the 
$25,000 was still outstanding. In certain sections of the United 
States, notably Michigan, the cash idea has more or less swept 
the state to the advantage of all concerned. 

Such a plan is particularly effective if all the dealers han- 
dling a particular line of commodities in a single community, 
get together and adopt a strictly cash plan. However, even 
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Chapter 22. Adopt a Sound Pricing Plan 
| By F. Harvey Morse 


Farm Supplies 


where that doesn’t occur, dealers have successfully changed 
to an exclusively cash basis. Another Texas dealer who made 
this change discovered that he was able to hold all of his 
good customers. Poor paying customers went to his competi- 
tors. After a year the competitors got together and all went on 
a cash_ basis. 

Here are figures from an Ohio dealer which prove that you 
can sell for cash and make money doing it. 


1928 Sales 1929 Sales 
Credit Cash 
1402.00 2123.00 


There are many situations in which it is desirable for the 
dealer to do a credit business. Whether to sell on credit or not 
should be decided on just one basis—will credit make you 
more net profit? 

In sections where one-crop farming is the rule or in the 
case of cattle or hog men who get their money only once or 
twice a year—the custom of the dealer carrying the farmer 
until he gets his money has grown up. Many dealers are mak- 
ing money under those conditions. However, others find that 
even in that situation they can approach a more nearly cash 
basis than they have in the past. Likewise, there are many 
tenant farmers carried by “furnishers” until crop time. Of 
course, in the case of purchase of more or less costly equip- 
ment such as tractors, threshers, and the like, a certain amount 
of credit must be extended—usually installment credit. Even 
assuming that credit is desirable in a particular section, the 
dealer should feel it his responsibility to help the farmer buy 
his credit at lowest cost. 

Regardless of where it is secured, credit costs money! Fre- 
quently the farmer buys credit at the bank—makes a loan. He 
knows that he must pay 6 or 7 or 8 per cent as the case may! 
be, for that credit, BUT when he buys his credit at your 
store he is also paying for it. In the latter case, it is of a more 
sugar-coated variety as far as the average merchant is con- 
cerned but far more expensive. 

Probably the most comprehensive study on the subject of 
merchant credit is that made several years ago by Dr. Leland 
Spencer, Cornell university agricultural experiment station. 
Dr. Spencer comes to the conclusion, based upon actual fig- 
ures secured from 43 feed stores in Genesee, Tioga, and Jef- 
ferson counties, that it costs the feeder nearly 14 per cent to 
buy credit from the feed store, as against 6 to 8 per cent at 
the bank. He further shows that the average feed dealer 
could afford to sell feed for cash at approximately 4 to 5 per 
cent less than his credit price and emphasizes that the dealer 
should give a better price to the man who pays cash than to 
the man who buys on long time credit basis. Those figures are 
certainly eye-openers to both dealers and feeders. Approxi- 
mately three-fourths of the farmers use merchant credit and 
only one-twelfth bank credit. On the basis of 14 per cent 
versus 6 per cent this is a costly premium to pay for the credit 
privilege. The responsibility for this leak, according to V. B. 
Hart of the department of agricultural economics and farm 
management of the same station lies about equally upon the 
three groups of persons concerned—namely, the farmers, the 
bankers and the dealer. 

“Farmers can be blamed,” he says, “for not going after bank 
credit in as business-like a way as other business men; bankers 
can be blamed, to a certain extent, for not recognizing a farm- 
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er as a person who uses credit in a legitimate way; the dealer, 
certainly can be blamed for not making different cash and 
credit prices.” 

Here are credit costs (based on New York survey) to 
various types of dealers selling to farmers :— 


Per Cent Annual Rate 
of Credit on Credit 

Sales Sales 
Hardware Stores 7.6 14.7 
Implement Stores .... 6.0 10.6 
Harm Supply Stores 5.9 13.2 
Blacksmiths .................. 57 21.8 


The first column indicates the 30-day credit cost on every 
$100.00 credit extended. In other words $4.60 of every $100.00 
worth of feed sold paid for the credit privilege. But the aver- 
age feed bill ran four months. Figuring on a yearly basis, this 
actually amounts to an interest rate of 13.4 per cent—a cost 
that someone must pay! 

The University of Arkansas, too, has made some helpful 
studies on the farm credit situation. Its studies show the aver- 
age cost of bank credit to run about 8.7 per cent as compared 
to the average cost of merchant credit of approximately 18 per 
cent. 

North Carolina also piles up evidence as to the high cost of 
merchant credit. D. L. Wickens, associate agricultural econ- 
omist, states that North Carolina farmers pay 7 per cent for 
cash loans and 30 per cent for merchant credit. “Without 
doubt, merchant credit is the most wasteful part of the farm- 
er’s credit practice today,” states Mr. Wickens. 

But why should store credit be so much higher than bank 
credit? Briefly, because the store is in the business of selling 
commodities and is not organized to sell credit as the bank is. 
The average merchant hasn’t the capital to extend unlimited 
credit, hence he must borrow at the bank and that costs. 
Then he must keep track of the charge sales by hiring a book- 
keeper and by purchasing statements, envelopes and postage 
stamps to mail them out. Customers don’t always pay prompt- 
ly and that adds the expense of collections. From some he 
may never collect and that charge is included in the cost of 
store credit. These costs vary according to the store, the 
volume of business done, and the business efficiency. How they 
vary, may be indicated by studying this table from the New 
York survey: 


Feed General Implement 

Stores Stores Dealers 

Per Cent PerCent Per Cent 
6.0 6.0 6.0 
3.0 6.5 2.0 
Bad Accotmts 2.6 4.6 1.7 


and allied industries. 


READY FOR YOU... 


Our new catalog No. 58 is now on the presses and will be ready for distri- 
bution about April 15. Bigger and better than ever. Over three hundred pages 
of machinery and supplies for Grain Elevators, Flour Mills, Feed Plants 


WRITE FOR YOUR COPY NOW 


This complete catalog gives you detailed information and distributors net prices on 
anything you need in the line of mechanical equipment and accessories, It is free for 
the asking. Mention this magazine. 


.R-Howe a 


MINNEAPOLIS MINN. , 


You can easily figure your cost of giving credit. Total your 
expenses for the year and divide by your total credit sales. 
Be sure to include a charge for your time, gas, ete., under 
collection costs. 

Really, you can’t blame a customer for accepting credit if 
there is no particular advantage in paying cash. Since it is 
clear that it costs more to handle credit than cash sales, isn’t 
it fair that the customer who takes advantage of credit should 
pay more than the one who buys for cash? The obvious move, 
then, to make cash attractive is to put on a charge for credit— 
enough to cover legitimate costs. 

“But,” some dealers have told this writer, “you just can’t 
make two prices. Customers won't stand for it. They get to 
comparing prices. One man will remark that he paid $50.00 a 
ton for feed, the other one will reply, ‘that dirty bum is charg- 
ing me $53.00, and then there’s trouble.” 

Let Elmer J. Graf, secretary of the Ohio Valley Seed Co., 
Evansville, Ind., one of the outstanding dealers in the middle 
west, answer that objection. 

“When a dealer says he can’t have a separate cash and credit 
price, I really believe it’s because he doesn’t have nerve 
enough to ask his customers for the money,” Mr. Graf main- 
tains. “| make this statement from experience, because I be- 
lieve in eating my own cooking. Here are the things that made 
us determine to break away from the old policy of cash and 
credit at the same price: 

“1. The chain stores were getting a large percentage of the 
public’s money by having cash prices just a little lower than 
those of the merchant who didn’t make a difference. 

“2. Both large mail order houses have large retail stores 
in Evansville and they have a cash price and a credit price on 
everything. [ know that the farmers are heavy buyers from 
these concerns and couldn't see why they shouldn’t buy their 
feed and seed on the same basis. 

“3. The farmer who buys his automobile on time, pays a 
financing charge. 

“4. He pays a financing charge if he buys farm implements 
on time. 

“5. The electric light companies and waterworks depart- 
ments both have lines in the rural district of our community 
and add a penalty if bills are not paid by a certain date. 

“6. When the farmer buys a radio, cream separator, or a 
milking machine on credit, he pays a financing charge. 

“7. The feeder borrows money at the bank and pays inter- 
est on it. 

“8. The farmer sells practically everything for cash. We 
couldn’t see why he shouldn’t pay cash. 

“IT say again that the reason the feed dealer is different 
from these other business men, is that he has been afraid to 
stand flatfooted on both feet and say with the rest of them: 
‘I must have a difference in price if you want credit!’ 

“We have not lost a single customer through this change, 
nor have we made anyone sore. In fact, we still have some of 
our biggest feeders paying off by the month on accounts that 
they had contracted before the first of January. hey are 
paying cash for everything they have bought since, or pay this 
credit charge.” 
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You protect your customers and your- 
self when handling and recommending 
RAINBO BRAND SEEDS. For years 
RAINBO BRAND SEEDS have prov- 
en their dependability to discriminating 
farmers who demand seed of the finest 
quality, high in purity and strong in 
germination. Help your customers to 
grow better crops and make more prof- 
its for yourself by featuring RAINBO 
BRAND SEEDS this spring. 


Write Us Now on All Your Seed 
Requirements 


KELLOGG SEED CO. 


MILWAUKEE~ - WISCONSIN 


For Better Chick Feed Business — 
Now and Throughout the Summer 


Put in your stock of the Fast - Selling 


WISCONSIN 


Line of 


CHICK STARTER and 
GROWING MASHES] 


Fortified with 
vitamins A, D and 
G — for Health, 
vigor and growth. 


> 
{ =’ 


WISCONSIN 


CHICK, 


WITH BUTTERMILK 


Wisconsin-fed 
flocks set the pace 


ee in every locality. 
geet Dealer and feeder 
Wausau, 


prosper together. 


Sell WISCONSIN Feeds and see the Difference. 


NORTHERN MILLING CoO. 
WAUSAU Since 1883 WISCONSIN 


New .. . 20th Edition 
FEEDS and FEEDING 


By F. B. Morrison 


O person engaged in producing or 
handling feeds can afford to be 
without the 20th Edition of FEEDS 


AND FEEDING. It is the greatest and 
most practical compilation of information 
on livestock feeding and nutrition ever 
issued. The new edition has been com- 
pletely rewritten and contains nearly 300 
pages more than the old book, including 
an entirely new chapter on proteins, min- 
erals and vitamins. 

Get your copy of Feeds and Feeding direct 
from The Feed Bag by mailing your check 
for $5.00. For $6.00 we will include a year’s 


subscription to The Feed Bag. You save a 
dollar. Order today. 


Che feed B 


Milwaukee, Wisconsin 
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DRIED BUTTERMILK 
SKIM MILK 
BREWERS DRIED YEAST 
HARDWOOD CHARCOAL 


Car Lots...Ton Lots 


Service, Quality and a Fair Price 


PHONE DAly 1090 


LA BUDDE 
FEED & GRAIN CO. 


MILWAUKEE . WISCONSIN 
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900 Feen Deaterns |. NO-MILK 
Recommend WO). MILK CALF FOOD 


CALF FOOD Our ads tell the farmers 
They can’t be wrong. Since to F ag it from their feed 
money for three generations d b f 
of dairy farmers. No-Milk is . so don’t be out o 
now better than ever—con- No-Milk when your cus- 
tains all the vitamins. At tomers ask for it. 


your dealer, or he will ord- 
er for you. 


NATIONAL FOOD CO. 


FOND DU LAC wis 


A postal request will 
bring you complete infor- 
mation about our profit- 
making dealer proposition. 


We have a large stock of Beet Molasses in barrels, Cane 
Molasses in barrels, Dried Beet Pulp, Dried Skimmilk, Dried 
Buttermilk, and Semi-Solid Buttermilk. Of course we are 
always able to make shipment of Mill Feeds, Oilmeal, Soy 
Bean Meal, and Grains in carloads or truck load lots. Please 
call us for prices, when you are interested. 


FARLEY FEED CO. 


Wholesale only 
JANESVILLE, WISCONSIN 


Importers of Pure Norwegian Cod Liver Oil and Peat Moss. 
Your patronage is appreciated. 


HYGENO LITTER VACTO-LAC 


LAPP’S HYGENO POULTRY LIT- Why take chances with 
TER is Dustless .. Medicated . . Fireproof. 


Hatches? Lapp’s 
It is especially treated with chemicals mak- coped llicxagegeigl PP 


ing it distasteful to chicks and poultry and VACTO-LAC wwrrns 
also giving it disinfectant properties to production . . Hatchability 
improve sanitation. . - Livability. Hatcheries are 


demanding that VACTO- 
LAC be fed to their flocks. 
It increases hatchability ten 
to twenty per cent. 


WE SPECIALIZIE IN CONCENTRATES Write now for prices and 
Minneapolis, Minn. Nevada, la. information. 


MILL MACHIN ERY 


Get our New Low Price on the 1937 
Model Feed Mixer with all latest im- 
provements. Write for details. 


Everything for Mill and Elevator 


THE DUPLEX MILL & MFG. CO. 
SPRINGFIELD, OHIO 


1937 Model 
Feed Mixer 


e 36e 


IOWA 

Farmers & Merchants Supply Co., 
Creston, has opened a flour and feed 
store. 

Owen and Eldon Mayberry, Atlantic, 
have opened a new feed store at Audu- 
bon. 

Farmers Cooperative Marketing asso- 
ciation, New London, has opened a feed, 
poultry and produce business in the Pearl 
Henninger building. 

Elmer R. Jones has purchased the in- 
terest of P. L. Dixon in the Allied Flour 
& Feed Co., Fort Dodge. 

Plymouth Processing Mills, Fort 
Dodge, which has confined its business to 
soy beans, is opening a mixed feed manu- 
facturing department. 

James McCord, Jr., Gilman, has opened 
a feed and produce station. 

Hall Robert’s Son feed mill, Postville, 
burned March 10 with a loss estimated 
at $4,000. 


Good News 


For Feed Dealers 


are three new products 
you'll want to stock. There is a 
steady all-year demand for them— 
and a nice profit for you on every 
bag you sell. 


Hen- Dine 
Chick - Dine 


The two new iodized calcium supplements 
for poultry—one for growing and mature 
birds, the other for chicks. Fed like ordi- 
nary shell, they provide the necessary cal- 
cium together with the correct amount of 
iodine to insure maximum digestion and 
most complete utilization of all feeds. The 
results are more rapid growth, higher vi- 
tality, earlier production of eggs and market 
birds, longer laying periods, more eggs, 
better shells, and increased profits. 


AY row- He ad 
INSOLUBLE GRIT 


Made from pure flint, the hardest and most 
efficient insoluble poultry grit on the mar- 
ket. Available in chick, hen and turkey 
sizes. 

And, lest you forget, our regular products 
are No. 4 Calcium Carbonate Flour, Elec- 
tro Calcium Carbonate, Iodized Calcium 
Carbonate, Shellmaker in chick, hen and 
turkey sizes, and Cal-Carbo. 


Write today for samples and prices 
CALCIUM CARBONATE CO. 
43-A East Ohio Street Chicago, Illinois 
Our mills are located at following 


Mo.: eeping ater lebr.: hite 
Bear, 
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J. T. SEXTON 


Cereal Byproducts Opens 
Kansas City Office 


Cereal Byproducts Co., one of the larg- 
est brokers of feedstuffs with headquarters 
at Chicago, opened a new branch office 
at Kansas City, Mo., March 15, with J. T. 
Sexton in charge. 

The new addition adds another link to 
the Cereal chain and marks further ex- 
pansion into the southwest territory. In 
addition to Kansas City, offices are now 
maintained in St. Louis, Chicago, Min- 
neapolis, Buffalo and Boston. 

Cereal Byproducts Co., has been in 
business for the past 20 years and has 
specialized in serving the feed mixer and 
jobber. It has continued to expand, adding 
one office after another and increasing its 
personnel. 

J. T. Sexton, better known as “Tom”, 
has been placed in charge of the new 
Kansas City office. Mr. Sexton is well 
and favorably known to the feed trade 
especially in the central and southwest 
sections of the country. He started in the 
feed business in a retail store in Fort 
Smith, Ark., 21 years ago. Later he be- 
came sales manager for the Grain Belt 
Mills, St. Joseph, Mo. 

In 1927 he opened his own brokerage 
business in Kansas City and operated it 
until, at the request of friends, he man- 
aged some salt properties in Kansas. After 
completing this job he returned to the 
feed brokerage business and became man- 
ager of the feed department for a large 
Kansas City firm. 

His many years of service in the feed 
business have given him a wide acquaint- 
ance with buyers and sellers which makes 
him well qualified for his present position. 

PREDICT COW INCREASE 

An increase in the number of milk cows 
on farms during the next two years is 
predicted by the United States department 
of agriculture. The cow population had 
dropped to a five-year low of 25,040,000 
head on January | this year. Total milk 
production on March 1 this year was 
about the same as on March 1, 1936. 
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Country Gentleman, Country Home, 
Successful Farming, Farm Journal, 
Farmer’s Wife, together with State 
FARM and Poultry Journals and 33 


Radio Stations are now telling Poultry- 
men all over the country to feed 


BABY CHICKS 
PILOT BRAND OYSTER SHELL 


CHICK SIZE 


We suggest your being 
well stocked with this size. 


Oyster Shell Products Corporation 
New Rochelle, N.Y. St. Louis, Mo. London, England 


“YEAH! LUCKY FOR 
US THAT FEED DEALER 
IW TOWN PUT IN THE 

ARMOUR LINE!” 


Armour’s Digester Tankage 
e Every where profit- making stock raisers are Highly digestible and palatable. Light, 
using Armour Supplementary Feeds. There’s rich in Less than 3% 
a good reason for their choice of Armour en ae 
Brands. These fine feeds put sound flesh on 

stock, and do it in less time. “ 

Dealers with an eye on the cash register fea- 
ture Armour Feeds.. .use them to build steady, this poultry. 
profitable business and satisfied customers. 
Check up on your Armour supply now. You'll 


probably want to order some more! 


Write to the Animal Feed Department, 
Armour and Company, Chicago, for full 
details about these profit-making products 


* 
Armours % 


70 


ARMOUR ano COMPANY 


| 
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@ QUALITY FEED CO. plant, 
ville, Ohio, was destroyed by fire March 
24. Loss is estimated at $10,000. 


Wells- 


@ RAYMOND CARTER has opened a 
new feed store in the Glynn building, 
Hazel Green, Ia. 


Sell Poultry ..Dairy Sanitation at a Profit 


and equipment. 


Dairymen use HTH-15 solutions to sterilize dairy equip- 
meant. It kills bacteria, keeps bacteria counts low. HTH-15 
meets the requirements of sanitary codes everywhere. It is 


safe to use on dairy metals. 


Safe: Effective-Economical |’ 


®@ Because it is so handy to use, so economical and so effective, poultrymen 
and dairymen become immediately enthusiastic about HTH-15. Stock this 
modern disinfectant and cash in on a year ‘round profit maker. 


How HTH-15 is Used 
Poultrymen use HTH-15 as a dust to control colds and other respiratory 
diseases. They put a little in drinking water to check spread of disease. They 
use HTH-15 solutions to disinfect incubators, brooders, poultry houses 


Comes in Powder Form 
Easy to handle —easy to use. A handy mea- 
suring spoon in every can—just add to water 
as needed. No waste from loss of strength, 
container breakage, freezing or lumping. 
Economical for user—an easy seller for you. 


q Write for full details of our dealer proposition. 
The MATHIESON -ALKALI WORKS (Inc.) » 60 EAST 42nd STREET, NEW YORK 


CHECKS COLDS, ROUP, 
BRONCHITIS *STERILIZES 
POULTRY EQUIPMENT 


STERILIZES DAIRY EQUIPMENT 
KEEPS BACTERIA COUNTS LOW 


615 


chick starter. 


LOW PRICE 


| 5425 W ROOSEVELT RD. 


IN DAYS OF OLD— 


The baby chicks were started on hard-boiled eggs, ground up shell 
and all, and mixed with choice cracked grains. It made a wonderful 
Your starter and growing mash will have the same 
wonderful, digestible, genuine, cooked and ground egg shells and egg 
albumen (cooked white of eggs) when you include 


5 
Ryde’s Organic Minerals 
which has genuine cooked egg shells, egg albumen and all the neces- 
sary minerals. Its use means more chicks raised, better health, better 
growth, greater resistance against disease. 


WRITE FOR FULL INFORMATION 


RYDE & COMPANY 


Specialists in Calf Meal Since 1912 


_ CHICAGO, ILLINOIS 


fashion. 


the country. 


NNOUNCING! 


the opening of a new Cereal Byproducts Co. 
office at Kansas City. 
management of J. T. “‘Tom” Sexton, well and 
favorably known to the Feed Trade. “‘Tom”’ is 
on the job to serve you in true Cereal Service 


This office is under the 


««« FEED INGREDIENTS » »» 
LATEST QUOTATIONS ALWAYS AVAILABLE 


The Kansas City Office adds another link to the exten- 
sive chain operated by the Cereal Organization. 
further expansion into the Southwest territory was 
prompted by a desire to be of greater service to the 
feed manufacturers, mixers and jobbers everywhere in 


This | € 


Contact Nearest Cereal Office Whether Buying or Selling 


Cereal Byproducts Co. 


Dr. Bethke to Address 
Feed Manufacturers 


Dr. E. M. Bethke, nutrition expert, 
Ohio agricultural experiment station, 
Wooster, Ohio, will be one of the prin- 
cipal speakers at the annual convention 
of the American Feed Manufacturers as- 
sociation which will be held at Hot 
Springs, Va., June 10 and 11. 

He has informed Ralph M. Field, ex- 
ecutive vice president of the association, 
that his subject will be proteins and that 
he desires to plan his talk in line with 


suggestions on what the manufactur- 
ers would like to know about — this 
subject. Mr. Field has, therefore, re- 


quested members of the association to 
write him, giving an indication of what 
they would like Dr. Bethke to cover in 
his address. The replies will be forward- 
ed to him. 

Plans for the convention are rapidly 
taking shape. Mr. Field reports that a 
splendid attendance is anticipated. An in- 
teresting program and many recreational 
features, including the annual golf tourna- 
ment, are to be provided as usual. 


New Census Report 


Substantial increases in employment 
and production in 1935 as compared with 
1933 were reported by manufacturers of 
prepared feeds to the United States bur- 
eau of census. 

The value of all prepared feeds for 
animals and fowl in 1935 was $330,887, 
155 as compared with $187,437,952 in 
1933 and $494,515,693 in 1929. These fig- 
ures are based on 942 establishments re- 
porting in 1935, 710 in 1933 and 750 in 
1929, 

Wages paid in 1935 totaled $11,068,- 
152 in 1935 as compared with $7,865,- 
616 in 1933 and $12,821,386 in 1929. 
Cost of materials, containers, fuel and 
purchased energy amounted to $230,539,- 
413 in 1935; $122,070,363 in 1933 and 
$327,919,743 in 1929. 

The manufacturers employed 11,606 
wage earners in 1935, an increase of 32 
percent over 8,791 reported for 1933. 


CEREAL OFFICES 
TO SERVE YOU 


1. Chicago, Hlinois, 
332 South La Salle St. 
2. Buffalo, New York, 
522 Chamber of Commerce. 
3. St. Louis, Missouri, 
515 Merchants Exchange. 
4. Minneapolis, Minnesota, 
818 Flour Exchange. . 
5. Boston, Massachusetts, 
606 Grain & Flour Exchange. 


6. Kansas City, Missouri, 


354 Board of Trade Bldg. 


Correspondents Everywhere 
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service 


Hughs’ Friendly 5 
Attracts ‘Trade 


(Continued from Page Nine) 
the back of which is toward the cus- 
tomer. These are not allowed to gather 
dust but are kept dusted and in neat 
shape. The desk is located at the entrance 
to the store and every person entering 
must pass it. ‘To those having business 
with Mr. Hughs, the literature is right in 
front of their eyes while waiting at the 
desk. Mr. Hughs makes it a point to call 
attention of customers to new pieces as 
they are received. 

Talks From Experience 

Another activity that helps contribute, 
at least in confirming the confidence of 
customers, is the giving of advice on 
feeding problems and procedure. 

“In giving advice,” says Mr. Hughs, 
“IT am careful to explain that it is based 
on my own observation or on the ex- 
perience of those I know. I do not guar- 
antee it will work in all cases. After all, 
every man’s problem is an individual one. 
No two problems are exactly alike but I 
tell them my _ personal experience or 
opinion. I was a farmer for many years 
and know from experience that nobody 
can do any other farmer’s farming for 
him.” 


@ COOPERATIVE FEED DEALERS, 
Inc., Binghamton, N. Y., has been organ- 
ized by a group of grain and feed mer- 
chants. Herbert R. Barndt, president, 
Reliance Feed & Grain Co., Inc., has been 
appointed manager. 


Recommend 


Pearl Grit is the outstanding double purpose 
grit—it not only furnishes grinding material 
but supplies calcium carbonate so necessary 
for bone and shell formation. Test after test 
Proves its value in increased egg yields. 

Ask us to tell you how Pearl Grit can be one 
of your most profitable items. No obligation 


The Pearl Grit Corporation 
DEPT. FB-47 PIQUA, OHIO 
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May WE SEND 
To You FREE! 


the latest book of grinding information, our _complete new Blue Streak cata- 
logue. 


Whether you're interested in the purchase of a grinder now or anytime, if 
you’re in the milling industry, you'll enjoy this book. 


Will you please send us your name so we can mail your copy to you? No 
obligation. 


PRATER PULVERIZER CO. 


1829 South 55th Avenue 


Chicago, Illinois 


NORGE PURE COD LIVER OIL 


(100% Pure Norwegian Cod Liver Oil) 


@ Stocks on hand of recent arrival 
have been released after inspection 
by the United States Government 
for completeness of required contents 
of Vitamins A & D, assuring you 
of a quality product. 


e Can ship from Milwaukee same day 
as order is received. Wire or phone now. 


741 N. Milwaukee St. 


Milwaukee, Wisc. 


Shippers of . 


Corn Oats 
Feed Barley 


Poultry and Milling Wheat 


Any Grade 
°* Any Quantity 
° Any Time 


Bunge: 


MINNEAPOLIS MINNESOTA 
Write or Wire for Quotations 


039 


V4 
EDUTSCH & SI 
Oe A\\ 
ag ee 
ap 
For Grindi 
ForBone* 
“ForShell, 
as @ 
~ 


There are extra profits 
because there are extra sales 


OLDS’ 
elebratin 
Anniversary SEEDS 


e Specializing in Pedigreed 
A half century of 
selling the feed deal- Grains and Certified 
ers in the Middle Seed Corn 


West—certainly this 


is an endorsement of OLDS’ OLD GOLD SEEDS 


OLDS’ quality, serv- are easier to sell because they 
ice and fair dealing. are backed by an extensive 
= = advertising campaign. Write 


to be put on our mailing list 
of current market prices. 


L. OLDS SEED CO. 


MADISON, WISCONSIN 


AS THE PROTEIN AND 
fo, 


FOR ALL FARM FEEDS 


For Delivered Price—Any Quantity — Write, Wire or Phone 


THE CHAS. M. STRUVEN COMPANY 


WISCONSIN 

Reuben Becker, Oak Grove, has opened 
a new feed store at Juneau. 

Elmer Wilde & Sons, Green Lake Cen- 
ter, are opening a flour, feed and seed 
store at Markesan. 

Philip Orth, Sr. founder and president 
of the Ph. Orth Co., flour jobbers, Mil- 
waukee, celebrated his 92nd birthday re- 
cently. 

Hartwig garage, Cylon, has disposed of 
its portable feed mill and retired from 
the feed grinding business. 


MICHIGAN 

Olivet elevator, Olivet, has been pur- 
chased by Jack Stroo, Grand Rapids, and 
business will be continued under the name, 
Farmers Grain & Fuel Co. 

Clarksville Cooperative Elevator Co., 
Clarksville, has been purchased by J. 
Roy Smith, Caledonia. 

Fred Taylor, Muskegon, has purchased 
the Conklin elevator, Conklin, and will 
operate a grain and feed business. 

Hagan Grain Co. has purchased the 
plant at Owosso formerly occupied by the 
Farmers Cooperative Elevator & Mich- 
igan Bean Growers Exchange and _ will 
handle a full line of feeds, seeds, fertilizer 
and supplies. 


ae 


e WABASHA ROLLER MILL CO., 
Wabasha, Minn., has engaged Don A. 
Miller to act as field sales manager in the 
territory east of Chicago. He was for- 
merly a flour salesman and was employed 
as branch manager of a wholesale grocery 
firm before joining Wabasha. 


BALTIMORE, MARYLAND 


FOR FEED MIXING 
TANK CARS - BARRELS - DRUMS | a 


e 


Pecos Valley Alfalfa 


N. M. 


TRY OUR 


PECOS SPECIAL 


IT’S BETTER 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 


HAGERMAN, NEW MEXICO 
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Martin and Black Invent 
Molasses Machine 


T. W. Black and E. F. Martin, operators 
of the Dering Feed Co., Columbus, Wis., 
are the inventors of a new molasses ma- 
chine which is to be placed on the market 
soon. Patents have been obtained on the 
device and arrangements have been made 
to have it manufactured by the Card Mfg. 
Co., Fairwater, Wis. 

The machine operates on the principle 
of vaporizing the molasses and spraying 
it on the feed as it moves through a spe- 
cial screw conveyor after coming out of 
the mixer. 

Advantages claimed are that it allows 
the mixing of a higher percentage of 
molasses with feed and eliminates caking. 
Tests conducted have resulted in the mix- 
ing of as high as 40 per cent molasses in 
feeds without any balls forming in the 
process. 

A new company with Mr. Martin and 
Mr. Black and B. F. Card, Fairwater, as 
officers is being incorporated and dis- 
tribution of the device is expected to be 
started in the near future. 


@ FRANK A. PIERCE CO., Minneap- 
olis, Minn., an old screenings firm, has 
been liquidated and its business closed. 
E. J. Pierce, son of the founder, has en- 
tered the stock and bond business. 

@ OSCAR ROGER has purchased a con- 
trolling interest in the Clintondale Mill- 
ing Co., Clintondale, Pa., and plans to 
add a feed department. 


@ E. C. DREYER, Dreyer Commission 
Co., St. Louis, Mo., is back at his office 
after a three weeks’ cruise on the Carib- 
bean sea. 


@ J. B. REED & SON, Inc., Millerton, 
N. Y., has remodeled its feed, grain, coal 
and hardware store, adding a display 
room and increasing the storage space. 


CLO-TRATE BOOKLET 


Health Products Corp., Newark, N. J., 
has ready for distribution its new booklet 
entitled “Are Your Feeds as Good as You 
Can Make Them?” The booklet, in addi- 
tion to many other interesting features, 
shows a series of pictures of the interior 
of the company’s laboratory and explains 
how Clo-trate is made uniform in potency. 


ing four 25-lb. bags. 
Costs $5.00 per cwt. de- 
livered your station. Sells 
for 6c per pound. 


Shipped in bales contain- | 


DAIRYMEN DEMAND 


@ This ideal 
way of raising calves! 
CALF KAGA is the new thor- 


oughly farm-proven calf ration in 
PELLET form. Absolutely guar- 
anteed to give results. 

CALF KAGA on your floor as- 
sures your customers that you are 
abreast of the best feeding meth- 
ods. It is a big repeater and shows 
a nice profit for the dealer. 


Order Out A Supply Today! 


Wisconsin Milling Company 
MENOMONIE, WISCONSIN 


REAL CONVENIENCE 


in handling fertilizer 
at no extra cost . 


WHEN YOU SELL 


Darling’s Soil Builders 


in the new, modern 80 pound 
Handiwate Paper bags. Lighter, 
cleaner, easy to open and easier 
to handle. Dealers everywhere 
enthusiastically welcome the op- 
portunity to supply this better 
fertilizer — made right for 55 
years—in the improved package. 
No wonder the swing this 
Spring is towards Darling’s Soil 
Builders. No wonder these Soil 
Builders sell well. Order your 


stock now. 


4201 S. ASHLAND AVE. 


DARLING & COMPANY 
CHICAGO, ILL. 


STANLEY’S 
CROW REPELLENT 


THE STANDARD FOR OVER 20 YEARS 


Protects the farmers corn crop from Crows, Pheasants, Black- 
birds, Larks and all other corn-pulling, birds and animal 
pests such as Moles, Gophers, Woodchucks, Squirrels, eic. 


The Cedar Hill Formulae Co. 


P. O. Box 1129G 


LIST PRICES 


(1 Quart) Enough for $1.75 


4 bushels of seed. 
1 Pint) Enough for 
( 2 bushels of’ seed. 1.00 
Pint) Enough for 
( 1 bushel seed. .60 


FROM YOUR JOBBER OR 
DIRECT FROM US. 


Manufactured only by 


New Britain, Conn. 


's det him out 
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Order a Mixed Car of 


Golden Loaf Flour 


The flour with the Vim and Pep left in 


¢| Bran and Middlings 


~ —Higher in Protein— 
e 


TENNANT & HOYT CO. 
LAKE CITY, MINN. 


f 


When in the Market: 


For Poultry Wheat — Feed Oats— 
Wheaty Barley —Feed Barley — 
Corn—Feeding Screenings. 


Write or wire for quotations. 


IAWATHA GRAIN COMPANY 


MINNEAPOLIS, MINN. 


| “All your needs in grain and feeds” le 


Sunset Feed & Grain Co., Ine. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 
THE HUBINGER COMPANY, Keokuk, Ia 


Corn Germ Meal and Gluten Feed 


ROSENBAUM BROTHERS, Chicago, Ill Grain 
VANDERSLICE-LYNDS CO., Kansas City, Mo Milo and Kaffir 
FAIRMONT CREAMERY CO., Omaha, Neb Cond d and Dried Buttermilk 


L. C. NAISAWALD & SONS, INC., New York City 
OYSTER SHELL PRODUCTS CO., Philadelphia, Pa. Oyster Shells 
NATIONAL OATS CO., Cedar Rapids, Ia Oat Products 
FERNANDO VALLEY MLG. & SUPPLY CO., Los Angeles, Cal....................- Alfalfa Leaf Meal 
HEALTH PRODUCTS CORPORATION....................--.. CLO-TRATE Concentrated Cod Liver Oil 


Blackstrap Molasses 


nan 
— GS 


USED 


BURLAP 


AND 


COTTON 


ALL BAGS VACUUM CLEANED 


INDIVIDUALITY 


BAGS 


WE BUY FREDMAN BAG CO. 
SURPLUS BAGS MILWAUKEE, WIS. 


TWINE 


e426 


Minnesota Dealer Writes 
“Story of Wheat” 


When asked by the editor of his local 
newspaper to write a story about wheat, 
Charles Cullen, manager Farmers’ Eleva- 
tor Co., Waverly, Minn., obliged with the . 
following: 

“Wheat is a seed that is planted and 
grown in the west—to keep the producer 
broke and the buyer crazy. The protein 
varies in content, and the man who can 
guess nearest the strength of the protein 
is called a ‘wheat grader’ by the public 
and a ‘fool’ by the farmer. 

“The price of wheat is determined at 
the primary market, goes up when you 
have sold, down when you have bought. 

“A group of farmers sent a man to 
Minneapolis to watch the wheat market, 
and after a few days’ deliberation he 
wired them to this effect: 

“*SOME THINK IT WILL GO 
DOWN STOP SOME THINK IT WILL 
GO UP STOP I DO TOO.’ 

“Wheat is planted in the spring, mort- 
gaged in the summer, and lost in the fall. 
‘You can and you can’t . . . you will and 
you won’t . . . be damned if you do— 
damned if you don’t!’ ” 

@e JOHN KRAUSE has purchased the 
Lovitt feed mill, La Harpe, III. 


e ORA B. HALL, Hall’s grain and feed 
mill, Fowlerville, Mich., has leased an ad- 
ditional warehouse which will be used for 
storing commercial feeds. 


CEREAL 


GRADING CO. 


MINNEAPOLIS 


Specialize in 


GOOD 
CORN and OATS 


For 


WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US 


AGLE ROLLER 
MILL CO. 


NEW ULM, MINNESOTA 


Manufacturers 


Daniel Webster 
and Gold Coin 


SPRING WHEAT FLOURS 
RYE FLOURS 


Commercial and Mill Feeds 
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Dr. Salsbury Announces 
New Poultry Course 


Another school of poultry diseases 
lasting 12 weeks is to be held by Dr. 
Salsbury’s Laboratories at Charles City, 
Ia., beginning July 5S. 

All subjects presented will be strictly 
educational and will’ cover every phase 
of poultry management that concerns the 
health of the flock. 

Attention is called by Dr. Salsbury to 
the fact that more than 90 per cent of 
all poultry losses are caused directly or 
indirectly by disease and that there is a 
crying need for well trained poultry dis- 
ease specialists who make it their busi- 
ness to help poultry raisers with their 
problems. 

Feed dealers desiring further informa- 

tion about the school may obtain com- 
plete details by writing Dr. Salsbury’s 
Laboratories, Charles City, Ia. 
e RICHELIEU HAY & GRAIN CORP., 
Albany, N. Y., has been incorporated to 
do a general grain and feed business. In- 
corporators are Joseph J. Mailloux, Edna 
Y. Day and Paul Flaherty. 


PRATER CATALOG 

Prater Pulverizer Co., 1829 So. 55th 
Avenue, Chicago, has issued a new illus- 
trated catalog giving complete details on 
Blue Streak grinders and mills which the 
firm manufactures. Copies may be ob- 
tained free on request by writing the 
company. 


NOW IN STOCK 
at Waterloo 


The 1937 Anderson Super Heat 
Brooder Stoves and complete line 
of Anderson Feeders, Waterers, 
Etc. ... priced to fit the poul- 
tryman’s pocketbook . . . write 
us for catalogue and net low 
prices to the feed dealer. 


Waterloo Mills Co. 


Iowa Distributors 
WATERLOO, IOWA 


You can increase your flour sales 
by recommending 


MINNESOTA GIRL FLOUR. 
A trial will prove its merits. 


FLOUR in your next car of 
@ Queen Wheat Feed 
@ Cherokee Pure Bran 


GUARANTEED WIRE US FOR PRICES 


CAPITAL FLOUR MILLS, INC, Minneapolis, Minn. 


Let us include MINNESOTA GIRL 


@ Cherokee Middlings 


CHOICE FEED GRADE 
DRIED SKIM MILK 


All poultry rations should include liberal quantities of 
Dairylea Dried Skim Milk. Also good in rations for calves 
and swine. Carried by principal feed merchants through- 


out Northeastern territory. 


MADE FOR FARMERS 


MANUFACTURED AND DISTRIBUTED BY IN FARMER-OWNED 
DAIRYMEN'S LEAGUE CO-OP. ASSN. INC. MILK PLANTS 
11 WEST 42nd STREET e NEW YORK, WN. Y. 


EW RICHMOND 
ROLLER MILLS CO. 


NEW RICHMOND, WISCONSIN 


Mill Feeds 
Coarse Grains 
Feeding Oatmeal 
‘Sardilene Oil 


MIXED OR STRAIGHT 
CARS 


MILLING COMPANY 


MINNEAPOLIS, MINNESOTA 


HIGH QUALITY PRODUCTS 


EXCELSIOR 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


ATTRITION MILL FOR SALE 
Sprout Waldron Attrition Mill with Westing- 
house special 10 H. P. motor for sale. First 
class condition. Write R. O. WHIPPLE, Tom- 
ahawk, Wis. 


MILL FOR SALE 
Complete buckwheat flour mill, two DB 
stands 9x18, one DB stand 9x24 Noye Rolls, 
Noye Rotary Sifter, Wolf Pat midds mill, ele- 
vators, shafting. Can be seen in operation. 
ODESSA MILLS, Odessa, N. Y. 


FEED SALESMAN WANTED 
Experienced Feed Salesman for Wisconsin 
and Illinois. Give age and experience. Write 
PR-41, c/o THE FEED BAG, Grain & Stock 
Exchange, Milwaukee, Wis. 


MACHINERY SALESMEN WANTED 
Salesmen to sell old established line of feed 
mill machinery in the New England States. 
Experience necessary. Write MM-41 c/o THE 
FEED BAG, Grain & Stock Exchange, Mil- 
waukee, Wis. 


FEED MIXER FOR SALE 
One ton capacity—fioor level feed—has motor 
—latest style machine—used short time. Write 
CD-116, c/o THE FEED BAG, Milwaukee, Wis. 


CORN CRACKER & GRADER FOR SALE 

Cutter—grader—polisher—aspirator, one ton 
per hr. A-1 condition, guarantee. Write CM-116, 
c/o THE FEED BAG, Milwaukee, Wis. 


HAMMER MILL FOR SALE 
Has 80 H.P. motor—used only short time. 
Like new. Bargain for cash. Write MM-116, c/o 
THE FEED BAG, Milwaukee, Wis. 


BUSINESS FOR SALE 
In central Wisconsin. Three feed and grocery 
stores in good location, dairy country. Write 
Western Supply Co., Sparta, Wis. 


FOR SALE OR RENT 
Flour and feed warehouse. Business estab- 
lished 20 years. Storage capacity, 20 cars. 
Private track. Good location in town of 10,000. 
Write ER-43, c/o THE FEED BAG, Grain & 
Stock Exchange, Milwaukee, Wis. 


PREVENT CHICK DISEASES 

Your starter mashes need UNIVERSAL 
YEAST. It enables you to produce a feed that 
controls White Diarrhea, Coccidiosis and Poly- 
neuritis. 

Its high vitamin B and G content assures 
your customers of a vitamin-balanced feed. 
Manufactured by RICE LABORATORIES, INC., 
Dassel, Minn. 


HAMMER MILL FOR SALE 
One No. 4 Anglo-American Miracle Ace 
Super Hammer Mill, 75 H.P. direct connected 
motor, A-1 condition, sacrifice for cash. Write 
DK-46, c/o THE FEED BAG, Milwaukee, Wis. 


TRUCK SCALES FOR SALE 
All capacities. Guaranteed accuracy and dur- 
ability. New and used. Shipped on 30-day free 
trial BONDED SCALE CO., Dept. FB, 2166 
So. 3rd St., Columbus, Ohio. 


USED MACHINERY FOR SALE 

One 22” Robinson Attrition Mill direct con- 
nected to two 20 H.P. Electric Motors. One 24” 
Bauer Attrition Mill direct connected to two 
15 H.P. Electric Motors. One Monarch Attri- 
tion Mill direct connected to two 10 H.P. Elec- 
tric Motors, also Hammer Mills of many differ- 
ent makes, priced right for quick sale. Write 
FARM SPECIALTY CO., Greenwich, Ohio. 


FEEDS AND FEEDING 

You should have the latest edition of Feeds 
and Feeding by Prof. F. B. Morrison. Contains 
300 pages more than former copies, including an 
entirely new chapter on proteins, minerals and 
vitamins. No person engaged in producing or 
handling feeds can afford to be without it. Only 
$5.00 per copy. THE FEED BAG, 741 No. Mil- 
waukee Street, Milwaukee, Wis. 


BUSINESS FOR SALE 
Feed Mill including power mixer, General 
Business, Groceries, Coal, Feed, Machinery and 
Private Siding. Desirably located in southeastern 
New York in prosperous dairy and poultry sec- 
48 Write Dickerson Bros., Thompson Ridge, 


SEVEN YEAR PEAK 

The farm price index for March, 1937, 
was the highest in seven years for this 
same month, the bureau of agricultural 
economics reports. The index was 128 as 
of March 15, compared with 127 on 
February 15 and with 104 on March 15 a 
year ago. The level of all prices paid by 
farmers in March was estimated at 130 per 
cent of pre-war or one point higher than 
in February and nine points higher than 
in March, 1936. 


as 


FARM FIRE LOSS 

Dr. David J. Price, United States de- 
partment of agriculture, estimates that 
loss from fires on farms and in the rural 
sections of the United States is more 
than 60 per cent of the total national fire 
loss. Last year the property loss from fires 
on farms was approximately $100,000,000 
and 3,500 lives were also lost. 


DENVER’S TRIPLE XXX ALFALFA MEALS 
CLIFFS DOW’S POULTRY CHARCOAL 
CCC’S CALCIUM CARBONATE PRODUCTS 
ATLAS GREEN SIGNAL BINDER TWINE 
Exclusive Northwest Representatives 


WAYNE FISH & COMPANY 


1420 Rand Tower Minneapolis, Minnesota 
| 


» FOR FEED CALL « 


““Stormy’”’ 
IOWA FEED CORP. 


Phone 45177. Des Moines, Iowa 


In A Horry? 


Save time and money by sending your 
trucks to our wholesale feed warehouses. 


CORN DISTILLERS GRAIN 
LINSEED OIL MEAL 
SOY BEAN MEAL 
BUTTERMILK POWDER 
BREWERS GRAINS 
MALT SPROUTS 
and 103 other Feeds 


FEED SUPPLIES, INC. 


West Allis—1637 South 83rd St. 
No. Milwaukee—3328 W. Cameron Ave. 


TRUCK OR CARLOADS 
MEAT SCRAPS 
LINSEED OIL MEAL 
DRIED MALT SPROUTS 


MANEY BROS. MILL & ELEVATOR CO. 
MINNEAPOLIS, MINN. 


DAKOTA MILLING CO. 


Mixed or straight cars 
MILL FEED ...FLOURS 


510 Hodgson Building 
MINNEAPOLIS, MINN. 


Established 1892 


Franke Grain Co. 


Incorporated 


GRAIN AND FEED 
Milwaukee Wisconsin 


HAY AND MILL FEED 


Write for Prices 


Midland Hay & Feed Co. 


MINNEAPOLIS, MINN. 


PURE OLD PROCESS 


LINSEED OIL MEAL 


A Suggestion—Write us today if interested. 
Either prompt or deferred ) Pollen Meal. 
Save Money. “Stand by Stan.” 


A.L. STANCHMIELS & Co. 
Wholesale Crain Feed Merchants 
502 Corn Exchange pias. Minneapolis 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At fit since '92) 
Merchants Exchange St. Louis, Me. 
Board of Trade Bldg. Kansas City, Mo. 


MOEBIUS 
PRINTING 
COMPANY 


PRODUCERS OF THE 
FINEST IN PRINTING 
* 
CREATORS OF PRINTED 
ADVERTISING That SELLS 


% “SIA IDINVATIW OFS 


_ DEMON = 
ROLLED OATS 


Top grade steamed rolled oats for hogs 
and poultry. Write us for prices. 


Des Moines Oat Products Co. 


Des Moines, Iowa 


@ Headquarters for PURE OLD PROCESS 


LINSEED MEAL 


Write for Delivered Prices 
NORTHWEST LINSEED MEAL CO. 


314 Flour Exchange Bldg. Minneapolis, Minn. 


OCcCcCIDENT 


el D FEED 
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Snake’s Alive! That Was 
Real Snake Salad 


C. J. LaFleur, secretary and sales 
manager, Kasco Mills, Inc., Waverly, 
N. Y., who goes on annual hunting ex- 
cursions to the mountains of New Eng- 
land, has organized a new club which 
now has four members. None except Mr. 
Lalleur, however, knew they had joined 
until the initiation was over. 

One evening he invited three of his 
friends to play bridge and as the hour 
grew late a recess was taken and _ salad 


and coffee were served. 
When the lunch was over, dishes were 
cleared away and each guest received a 


small package. The surprised gathering 
of friends opened the parcels and found 
a belt) and an enclosed message which 
read: 


“You are now members of the Reptile 
Revelers. You have just eaten rattlesnake 
salad and to prove it I am making you 
a present of the belt made from the skin 
of the snake used in your salad.” 

It was really snake meat but was ob- 
tained from a can. Now Mr. LaFleur’s 
friends are awaiting an opportunity to 
“get even”. 


e W. H. BOVEY, JR., president, 
non Valley Milling Co., Minneapolis, 
Minn., spent several days at Pittsburgh, 
Pa., recently on business. 


Can- 


e H. A. JONES, formerly connected 
with the Lake Erie Milling Co., has 
formed a partnership with W. D. Fuller- 
ton. They will operate as the Independ- 
ent Milling Co., Rock Creek, Ohio, and 
will handle a full line of feeds. 


SHIP TO 


ROY I. 


Wise Choosing Goes With Success 


AMPBEL 


Grain Commission 
Merchant 
Milwaukee, Wis. 


CORN OATS WHEAT BARLEY 


aria & DILLON COMPANY 


RELIABLE GRAIN MERCHANTS 
MINNEAPOLIS 


THIS 
Jacobson Ajacs 
(Hammertype) Grinder 


Will put real profit in your feed 
grinding business. Many users say 
it is the fastest grinder i in its power 
size regardless of price. 


Two sizes: 20-30 or 3040 HP. 


Belt or direct 
motor driven. 


Send for our 
new mill 
machinery 
catalog 
FREE 


A.E. Jacobson Machine Works, Inc- 
Sales Office: 405 4th Av. S. 
MINNEAPOLIS, MINNESOTA 


DENVER 
ALFALFA 
MEAL 


Green 
Fresh 


Nutritious 


ALL GRADES and GRINDS 


The Denver Alfalfa 
Milling & Products Co. 


LAMAR, COLO. 


Merchants Exchange: 
ST. LOUIS 


THE FEED BAG — April, 1937 


SEEDS--GRAINS 
FEEDS --SOY BEANS 
MALTING BARLEY 


@ We Buy, Sell, Mill and 
Deliver with our own 
Equipment on One Profit. 


GREEN & COMPANY 


(Incorporated) 


EVANSVILLE WISCONSIN 
“Phone 55 Collect’ Private Exchange 


FOR BIGGER PROFITS... USE 


YEASTEX 


When Mixing— 


LAYING MASH 
CHICK STARTER 
GROWING MASH 
MINERAL FEED 
and 
ALL LIVESTOCK FEEDS 


YEASTEX is the IDEAL FEED SUPPLE- 
MENT approved by thousands of leading 
poultrymen, hatcherymen, and livestock 
raisers. For faster growth, higher vitality, 
more eggs, and longer laying periods—USE 
YEASTEX! High percentage of live yeast 
cells assures excellent results. If you are a 
feed mixer, you can well afford to use 
YEASTEX because it is so inexpensive. 
Simply add two pounds of YEASTEX to 
every hundred pounds of dry feed concen- 
trate. The cost of adding YEASTEX 
amounts to only a few cents. Yet the addi- 
tion of YEASTEX will result in greater 
customer satisfaction because your “feed 
mix” will be far more palatable and pro- 
ductive. YEASTEX is a strictly top-grade 
product. Write today for Special prices in 
quantity lots. 


REEL PRODUCTS Co. 
0 OAKLAND AVE.N.E. 
CEDAR RAPIDS, \OW A 
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RIEBS VIEW 


Vol. 5, No. 4 


April, 1937 


Milwaukee, Wis. 


Get Your Farm Customers 
To Plant Good Malting 
Barley 


If you want a good supply 
of high grade malting bar- 
ley for selling on the market 
at a premium next fall you 
can make bigger profits for 
yourself and your farm cus- 
tomers by recommending the 
right varieties at seeding 
time. Post these timely hints 
in a conspicuous place and 
pass the information on to 
your seed buyers. 

Malting Varieties. The 
malting varieties of barley 
best suited for malting pur- 
poses are WISCONSIN PED- 
IGREE 38 and ODER- 
BRUCKER types. Discourage 
customers who want to get 
premium prices on the mar- 
ket from planting Trebi Feed 
Barley, Glabron and Black 
Beardless. 


Condition of Seed. Barley 
seed should be free from 
mixtures of wheat and oats. 


There should be no blighted 
kernels in it, the kernels 
should be well cleaned and 
sized to remove small ker- 
nels. All seed should be 
treated to control stripe and 
smut diseases. 

Soil Conditions. Barley re- 
quires good soil, well plowed 
to cover all straw and corn 
stubbles. The seed bed should 
be worked fine and planting 
should be done eariy as soon 
as the soil is in condition. 
Sow at the rate of eight 
pecks per acre. 

The Riebs Co., Milwaukee, 
Wis. will gladly supply addi- 
tional information on malt- 
ing barley which you can 
pass on to your customers. 
Plan now for a profitable 
fall shipping season for 
yourself and your farm 
trade. 


Better Built Bags— 


BAG FACTORIES - COTTON MILL - BLEACHERY 


TALK asourt sacs! 


(Quoted from Customer’s Letters) 


E are mighty glad to be 

buying some bags from 
you and want to say that you 
have been giving us beautiful 
bags and excellent service.” 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 


MARBLEHEAD ''98"' 


LIMESTONE 


FLED SUPPLEMENT 


Milled Millers 


PULVERIZED 


MARBLEHEAD LIMESTONE GRITS | 


Clean, Pure Tunnel- 


Mined Limestone 


A quality product eenrbent, manu- 
factured from clean, pure special 
analysis limestone MINED from be- 
low—not quarried in the open. 

MARBLEHEAD "98" is produced under 
strict technical control — finely pul- 
verized — 98.3% Calcium Carbonate— 
96% through 200 mesh screen. Packed 
in safe, machine-sewed multiple-wall 
paper bags, BRANDED. Write for 
samples and prices. 


Try MARBLEHEAD LIME RATION 


All Grit-No Waste 
Will Not Crumble 


Our extensive deposits of high grade, 
high calcium limestone provide the 
best means to assure sound egg-shells 
and baby-chick bones. Turkey to 
Chick sizes. Special Canary Size for 
starter and growing mash trade. 
Packed in 100 lb. Osnaburg bags. 
Write for samples and prices. 


MARBLEHEAD LIME CO. 
160 No. LASALLE ST. - - CHICAGO, ILL. 


Highest Quality 


Prompt Service 


_—_(WERTHAN )—! 


| 


| MORTON'S SALT | 
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what 
will they be 


six months 


from now? 


How many will be eating your mashes next winter? A lot depends 


upon whether or not your growing mashes contain sufficient vita- 
mins A and D. 


CLO-TRATE is always a uniform and dependable way of supplying 
vitamins A and D to your mashes. It is guaranteed to contain not 
less than 3,000 U.S.P. units of vitamin A and 400 A.O.A.C. chick 
units (equivalent to at least 400 U.S.P. units) of vitamin D per 
gram. By using CLO-TRATE, you not only supply the required 


amount of vitamin D* but vou also increase the vitamin A content 
of your mashes at no additional cost. 


The vitamin quality of your feeds this spring will help to deter- 
mine the volume of your sales next fall. 


Fortify your feeds with CLO-TRATE Now! 


*177 U.S.P. units per pound of feed according to Penn State Bul. No. 334. 


HEALTH PRODUCTS CORP. 


Manufacturers of Cod Liver Oil Concentrate Products 
Newark, N. J. 


Dept. 3M 


Chicago, Ill. 
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FLOUR 


AREFUL laboratory tests, as well as choice 
wheat and conscientious milling, are neces- 
sary for the production of quality flour. King 
Midas is consequently proud of its laboratories 
which test the wheat, check the chemical analysis 
of the flour and finally compare the actual baking 
results obtainable from each lot before any King 
Midas flour is offered for sale. The quality of King 
Midas flour is thereby scientifically maintained 
at the same uniform high standard. This assures 
the consumer that King Midas may always be 
depended upon to produce perfect baking results. 


“The Highest Priced Flour in 
America and Worth All It Costs’’ 


KING MIDAS FLOUR MILLS 


MINNEAPOLIS, MINNESOTA 


